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VARIED PRACTICE IN 
WRITING “FLOATERS” 


Features of a Number of “Floater” 
Forms—Protected by Underlying 
Policies 








GOOD AND BAD FORMS IN USE 





Investigation by Commissioners Will 
Show Up Individual Practice— 
Need for General Coverage 





The practice of writing general cov- 
erage floater policies will at last be 
brought into the light by the National 
Convention of Insurance Commission- 
ers, which has appointed a committee 
to investigate the use of this form. 
Since the mercantile floater form came 
into use there has been a growing opin- 
ion that it was applied in a wholesale 
way to circumvent resident agents’ 
laws, standard policy provisions and 
taxation, not to mention the question of 
discrimination in rates. 

Some of the floater forms that have 
been seen are capable of all of this. 
On the other hand, the general cover- 
age forms used by almost any of the 
leading companies will be found to stip- 
ulate a compliance with all of these 
requirements. From an examination of 
many floater forms it is obvious that 
the quality of the form depends upon 
the office from which it emanates. 

Question of Individual Practice 

The investigation by the commission- 


ers will evolve itself into a study of 
individual practice. ‘Some brokerage 
offices are using forms that are mildly 
called “vicious.” Others meet every 
requirement. If the practice of using 
any form of mercantile floater is ques- 
tioned, the prevailing opinion is that 
the “floater” can be shown to supply a 
need in that it provides insurance where 
specific cover cannot be made to apply. 


How “Floaters” Are Written 

The contract stipulates a maximum 
limit of liability at any one location and 
the resident agent of the company is- 
suing the contract issues underlying 
policies covering the separate locations 
for the amount shown by the assured’s 
statement of values first submitted to 
meet requirements of the laws of the 
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“ Che largest fire insurance company in America 


a” 


ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE 


COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile 
Commissions 

Hail 
Marine—Inland-Ocean 
Parcel Post 

Profits 


Registered Mail 
Rents 

Sprinkler Leakage 
Tourists’ Baggage 
Use and Occupancy 
Windstorm 
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North British 


Established 1809 


and Mercantile 


Entered United States 
1866 





Insurance Co. 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR 


IN THE UNITED STATES.” 




















SPRINGFIELD 


Fire & Marine Insurance Co. 


Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 


subsidiary companies. 


An agent of the SPRINGFIELD is 


not a half, a quarter or any other fraction of an agent, 9 
is vested with the rights and dignity of an undivided re 
sentative of an undivided and independent company. 

SPRINGFIELD stands today pre-eminent among American 


fire insurance companies. 


SPRINGFIELD, MASSACHUSETTS 


the 











PROGRESS OF NEW 
REVENUE TAX BILL 


Great Difficulty in Applying General 
Provisions to Life 
Companies 





Insurance 





NEED SPECIAL INTERPRETATION 





Reserve Additions and Stock Dividends 
May Be Exempt—Important “Special 
Tax” Section 





Washington, D. C., Aug. 23 (Special). 
—A better understanding is believed to 
exist among those senators who are in 
charge of the new revenue bill, with 
regard to the effect that the new tax 
provisions of the measure will have 
on life insurance companies. One of 
the chief difficulties in connection with 
these proposed tax measures, is to 
make clear to the layman, what is well 
recognized in the business, namely, that 
tax provisions that are entirely reason- 
able as applied to general business 
corporations, may be grossly unjust 
when worked out in connection with a 
life insurance company. “Income” is 
not the same thing at all in a life in- 
surance company that it is in any other 
business. The same special interpre- 
tation is necessary in applying any tax 
provisions to other items, as “surplus,” 
“reserves,” “dividends,” “undivided 
profits,” ete. 

Double Tax on Dividends 


An illustration of this is the provi- 
sion in the new bill taxing specifically 
as income, the dividends received on 
stock of other companies. As these 
companies, of course, pay an income 
tax on these funds paid out as divi- 
dends, it is clearly a double tax. This 
double tax is imposed, it is explained, 
as a penalty on holding companies to 
discourage the practice. Obviously no 
such restriction would be put into a 
law for the purpose of applying it to 
life insurance companies. There is no 
“holding company” problem in the 
life insurance business and to penalize 
life insurance policyholders for a 
peculiar condition existing in general 
business is a strange perversion of 
legislation. This situation has been 
recognized and an amendment to cor- 
rect it and relieve the companies from 
this provision of the revenue bill has 
been offered by Senator Sherman of 
Illinois. 


Question of Reserve Additions 

A similar situation existed with re- 
gard to the proposition of taxing net 
additions to reserve funds. The pres- 
ent tax law specifically exempts these 
funds, the companies being permitted 
to deduct them in computing net in- 
come. The new revenue bill contains 
no such exemption, but it was ex- 
plained here this week that this was 
an oversight in making the draft of the 
bill and that the clause would be re- 
stored in the new bill as it passed the 


(Continued on page 4) 
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_ SOLDIERS’ SALARY AN ISSUE 


MUTUAL LIFE WANTS DECISION 


Insurance Department Asked to Get 
Legal Decision on Right to Con- 
tinue Salaries 








The mutual life insurance compan- 
ies that have members of their staffs 
among the mobilized troops are con- 
fronted with the question of the legal- 
ity of the companies continuing the sal- 
aries of these absent employes. The 
Mutual Life has taken this matter up 
with the insurance department and it 
is expected that an opinion will be 
secured from the attorney-general of 
New York which will decide the ques- 
tion in so far as the New York compan- 
ies are concerned. 

This question has never been answer- 
ed satisfactorily, but at the request of 
President Charles A. Peabody of The 
Mutual Life Insurance Company of New 
York, it is probable that Major Gen- 
eral O’Ryan will at once secure an offi- 
cial opinion from the attorney-general 
of New York through the Insurance De- 
partment. 

Reasons for Discontinuance 

The question has come up through 
the action of The Mutual Life in dis- 
continuing, as of August 31, 1916, the 
payment of salaries of those of its 
employes who are at the front. One 
reason for this action was the issuance 
of the order from the war department 
permitting those who have dependents 
to obtain their discharge. In view of 
this, it seemed that further payments, 
ts those who had no dependents or 
who remained on the border of their 
own free will, were unjustified. 

Doubt as to the legality of the pay- 
ments was, however, another very im- 
portant reason. On June 29, following 
the action of the trustees in continuing 
the salaries “for the present,” a copy 
of the resolution was filed with the In- 
surance Department of New York, with 
the hope expressed that said action 
wceuld be legal. Owing to the absence 
ef Counsel Lincoln, the insurance com- 
missioner delayed his answer until July 
31. In his reply, he said: I have 
reached the conclusion that there is no 
legal objection for the Company to 
ecntinue the salaries of its employes 
who are absent for military duty. How- 
ever, if such absence should continue 
fc; a long period of time some question 
might be raised. For the present, at 
least, there is no objection.” 

Replying to Major General O’Ryan’s 
telegram requesting the Company to re- 
consider its action, President Peabody 
wired in part, as follows: “Payment 
of salaries by Company in such cases 
is of doubtful legality under insurance 
laws of this State as drawn and in- 
terpreted by ex-Governor Hughes at 
the time of the insurance investigation. 
Am willing to submit matter to board 
of trustees, but in view of the past do 
not feel that trustees should be ex- 
pected to make use of policyholders’ 
funds in any manner as to which there 
may be doubt as to lawfulness.” 

In a later telegram, President Pea- 
body expressed his willingness to sub- 
mit the matter to the board at its next 
meeting on August 30, and asked that 
the opinion of the attorney-general be 
obtained. 








NATIONAL LIFE APPOINTMENTS 


The National Life of the U. S. A. 
has made the following agency appoint- 
ments: 

J. A. Biggar, former assistant super- 
intendent at Nashville, Tenn., has been 
made superintendent at Augusta, Ga., 
succeeding J. N. Kelly. 

J. N. Haynes, who has been assistant 
superintendent at Dallas, Texas, has 
been. promoted to the superintendency 
of the Waco, Texas, territory. 

George A. Spohrer has been made 
general agent of the monthly payment 
department of the Company for Kan- 
sas City, Mo. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 


0. S. CARLTON 


PRESIDENT 








LEAVES LIFE EXTENSION INST. 





E. E. Rittenhouse Returns to Equitable 
as Commissioner of Public Service 
and Conservation 





Elmer E. Rittenhouse has resigned 
as president of the Life Extension In- 
stitute and has been appointed Com- 
missioner of Public Service and Con- 
servation of the Equitable Life Assur- 
ance Society. In making this change, 
Mr. Rittenhouse returns to the Equit- 
able to take up the same work he was 
engaged in when he became president 
of the Life Extension Institute over two 
years ago. Mr. Rittenhouse was in- 
surance commissioner of Colorado pre- 
vious to coming east to start the con- 
servation work for the Equitable Life 
Assurance Society. 


WANT COMMISSIONER ELECTED 





Movement in Oregon to Change Plan 
—Several Aspirants for Com. 
Wells’ Office 





There is a movement on in Oregon 
to make the office of insurance commis- 
sicner elective instead of appointive as 
under the prevailing system. This is 
opposed, however, by the insurance code 
commission which in its recommend- 
ation stipulates that the office be ap- 
pointive and that the term be four 
years. It further recommends that the 
man appointed by the governor should 
be experienced in insurance affairs. 

Commissioner Harvey Wells has in- 
dicated his wish to retire when his 
term expires next January and a num- 
ber of aspirants for the place have ap- 
peared. Among the number there is a 
lawyer,’ a fraternal insurance man, and 
a life man. 
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A MAN ASKED RECENTLY 


_GERMANIA LIFE INSURANCE 
COMPANY of New York | 


is writing so much more business now than it wrote in 


| One Reason Is 
A NEW WAIVER and ANNUITY CLAUSE 


which provides, in case of disability, for the payment of 
10% OF THE FACE AMOUNT of the policy each year during 
the lifetime of the insured and the payment of the 


FULL FACE AMOUNT of the policy to the Beneficiary 


Another Reason Is 


Scores of good life insurance salesmen have learned that 
the Germania is the company for 


MEN WHO WANT TO GROW 


If YOU are a man of that type it will pay you to com- 


T. Louis Hansen, Superintendent of Agencies 
50 Union Square, New York, N. Y. 


“Why is it that the 




















LIFE INSURANCE IN JAPAN 


HARI-KARI AND CONTESTABILITY 





Companies Have No Reputation for 
Prompt Settlements—What Amer- 
ican Companies Are Doing 





(Special Correspondence.) 

Tokio, July 28.—Many years ago the 
47 Ronins committed suicide at the 
grave of their liege lord. They had 
avenged his wrongs and having done 
this they no longer cared to live. The 
47 are buried in one graveyard in Tokio 
and since this wholesale self destruct- 
ion thousands of men have killed them- 
selves on their graves. In Japan to 
ccmmit hari-kari was to die the noblest 
of deaths. 

Have suicides stopped in Japan? 
They have not. The Japs are con- 
stantly killing themselves. What effect 
has this on the life companies? Not 
muuch for the reason that with the Jap- 
anese companies policies are not incon- 
testable until after five years. The Jap- 
anese life companies have not the rep- 
utation for paying claims promptly or 
without quibble and in consequence 
supervision is becoming closer and 
stricter every year. One drawback has 
been the difficulty in securing com- 
petent supervisory talent. Most of the 
Japanese policies are for the smaller 
sums, 200 or 300 yen. A yen is fifty 
cents. 

The Equitable is not writing new 
business in Japan; the New York Life 
is writing little; the Sun Life of Can- 
ada is doing pretty well, its manager 
Mr. Higginbottom having made a mark. 
ed success. 

The European companies do not have 
much trouble in writing the successful 
Japanese of the better class. 





NEW RULE ON CONVERTIBLE 





Equitable Now Permits Dating Back to 
Date of Term Policy—Actuarial 
Features Involved 





The privilege of changing a term pol- 
icy to the convertible form and dating 
the new contract back to correspond 
with the register date of the term pol- 
icy, has not heretofore been allowed 
ty the Equitable Life Assurance Soci- 
ety. This rule has been modified and 
hereafter such a change will be per- 
mitted provided the new (convertible) 
rclicy is not to be dated prior to Jan- 
uary 1, 1915, the year when the present 
convertible form was first issued. 

Owing to special actuarial consider- 
ations which enter into changes of this 
character, no definite rule can be laid 
down as to the requirements to be met 
in effecting a change of this kind. It 
will therefore be necessary to submit 
each case to the home office to ascer- 
tain the exact conditions under which 
the change can be made in that partic- 
ular case. 

For the same reason the form of 
agreement ordinarily issued to the 
nolders of term policies, giving the 
privilege of change from register date 
to the ordinary life, limited payment 
or endowment form, cannot be made to 
include the change to the convertible 
form. But, where desired, a special 
agreement will be issued in a particu- 
ler case, covering the privilege of 
change to: the convertible plan upon 
payment of such amount as may be 
determined by the actuary at the time 
the change is made. 





PLAN GOLF TOURNAMENTS 


The life insurance companies of St. 
Louis are sending out invitations for 
two open golf tournaments to be held 
curing the meeting of the American 
Life Convention at St. Louis September 
14 to 16.. J..A. McVoy, vice-president 
and general manager of the Central 
States Life of St. Louis is chairman of 
the committee in charge. 
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Massachusetts Mutual 
Honors Staff and Field 


FORTY-SEVEN RECEIVE MEDALS 








Commemorating Twenty-five Years’ 
Service—General Agents’ Meeting 
at Home Office a Big Success 





The presentation of silver medals to 
forty-seven members of the Massachu- 
setts Mutual Life official family and 
general agency organization commemo- 
rating twenty-five years of active serv- 
ice with that Company was the most 
striking feature of the proceedings of 
the annual meeting of the General 
Agents’ Association held at the home 
office in Springfield, Mass., last week. 
This action was a complete surprise to 
the more than two hundred and fifty 
general agents in attendance at the 
meeting. 


Address by Vice-President Sargeant 


The presentations were made by 
Vice-President William H. Sargeant, 
who in his speech said in part: 

“as a fitting commemoration of the 
25th anniversary of the agents’ associa- 
tion, which we are at this time cele- 
brating, the home office will distribute 
a modest emblem of its appreciation 
to those officials, representatives and 
employes who will this year finish 25 
years or more of service with our in- 
stitution. We have been most gratified 
to find that there are so many who 
have so loyally served us during this 
long period of years. To them we ex- 
tend feelings of grateful appreciation 
for their faithful and long term of serv- 
ice. Many there are who have had no 
other vocation; they know no other 
business. That we have progressed 
and prospered is due, in a great meas- 
ure, to the untiring, whole-souled, in- 
telligent service which these associates 
have given us. 

“It is not the Victoria Cross or the 
Iron Cross, with which we decorate 
these veterans at this time. It is prop- 
er, we feel, to reward courage and 
heroism displayed in time of danger, 
as is done in military service to-day. 
But how much more glorious is the 
reward which springs from service of 
the constructive rather than of the de- 
structive type. And in the days when 
our life-light begins to dim there will 
be no feeling of remorse, no sense of 
hate, no consciousness of having done 
other than good for those for whom 
we worked and struggled. It is a great 
thing to give one’s life to a cause, and 
when that cause is work which bestows 
such manifold benefits as does the 
business of life insurance, it may prop- 
erly be said that it is a life well spent. 
May those who to-night receive this 
token of the Company’s appreciation 
for their loyalty and fidelity take as 
much pleasure in its possession as does 
the home office in bestowing it.” 

After Mr. Sargeant had distributed 
the medals, President McClench arose 
and handed one to him, as the gather- 
ing burst into applause. 


President McClench Reviews Growth 


It was very fitting that this action 
-on the part of the Company should 
ceme at the time of the twenty-fifth 
anniversary of the formation of the 
General Agency Association which was 
referred to in the address of President 
William W. McClench, outlining the 
growth of the Massachusetts Mutual 
during the past twenty-five years. 
President McClench said in part: 

“This occasion has special signifi- 
cance for us all because of the fact 
that a quarter of a century has 
elapsed since the formation of your 
organization. But 25 years ago the 
Massachusetts Mutual had established 
itself in the favor of the insuring pub- 
lic and had even then attracted to its 
service a large number of active, zeal- 
ous and loyal field representatives. The 


work done in those earlier years was 
highly successful and creditable. Since 
your association was formed in 1891 
the Company has made most remark- 
able progress. I shall not weary you 
w..h many figures, but I want to call 
your attention to a few. 

“At the close of 1891 the total assets 
of the Company were $12,239,529. For 
several years past our annual income 
has exceeded the total assets in 1891. 
That income during 1915 was, as you 
know, in excess of 16 millions of dol- 
lars. In 1891 the Company had in- 
surance in force amounting to but $69,- 
527,665. Before the first day of October 
of this year the insurance in force will 
exceed 400 millions. We are delivering 
every year new insurances within a 
few millions as much as the total in 
force at the close of 1891. 

“These figures are significant. They 
tell the story of a wonderful growth; 
and they testify eloquently of the loy- 
alty and devotion of the men in the 
field.” 

Mr. McClench then gave some statis- 
tics in reference to the Company’s 
present condition, calling attention to 
the fact that at the close of this year 
the assets of the Company will probably 
exceed 90 millions of dollars. He then 
spoke briefly in reference to the 
changed conditions in the policies of 
the Company as compared with those 
issued in 1891, and said that all the 
new and more liberal features of the 
present contracts had been extended by 
vote of the directors to old _ policy- 
holders as far as possible. 

Mr. ‘McClench referred to the agents 
who since the association had been 
formed had “passed beyond the twi- 
light’s purple hills,” and spoke also of 
some of the directors and other offi- 
cials of the Company who were active 
in former years. He then congratu- 
lated the agents on the great volume of 
business they had secured during the 
first seven months of this year and 


upon the outlook for the remaining 
nronths. 
Helpful Discussions 

The business sessions of the meeting 
were held in the convention room in 
the home office building of the Com- 
pany and were called to order by 


-E. W. Snyder, president of the General 


Agents’ Association and general agent 
for the Company at Cleveland, O. In 
welcoming his fellow workers Mr. 
Snyder dipped into the past of the 
association to mention names of men 
and women who were its leaders in 
the early days and whose work and 
personality had much to do with the 
growth of the association and its pres- 
ent stature and influence. He spoke 
earnestly of the duty of neighborliness 
and helpfulness, especially toward 
those who are not able to help them- 
selves, in a manner which brought 
home the true lesson of life insurance 
calling forth cheers and handclapping 
from the assembled association mem- 
bers. 

Following Mr. Snyder’s welcome, 
President McClench made his address, 
who in turn was followed on the pro- 
gram by Warren C. Flynn, manager at 
St. Louis, Mo., who spoke on the sub- 
ject of “Preparedness.” Mr. Flynn de- 
scribed “Preparedness” in the relation 
of life insurance to the nation and its 
relation to the life insurance man’s 
work. 

Following Mr. Flynn, John L. Mce- 
Feely, manager at Pittsburgh, Penna., 
related incidents and drew lessons from 
his twenty-five years connection with 
the Company. He spoke of the pleas- 
ant association with the members of the 
Massachusetts Mutual Agency Organ- 
ization and the helpful co-operation of 
the officers and Home Office Organ- 
ization. 

At the afternoon session E. J. Meyer, 
general agent at Montgomery, Ala., 
spoke on the subject, “Ivory.” Alex- 

(Continued on page 7) 
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ONE OF THE BEST FORMS OF 
INSURANCE EVER DEVISED IS THE 


Equitable’s Life Income Policy 


EMBODYING A 


~NEW DISABILITY CLAUSE 





MNT 











Under this latest form, if the Insured be- 
comes totally and permanently disabled he 
|| rece:ves an income for life, without reduc- 
ing the income payable to the Beneficiary 
after his death, any sums thus paid to him 
being in addition to and not in place of the 
income the Beneficiary will subsequently 
receive. It isa form that may fairly be said 
to sell itself. Those seeking the latest and 











best in life insurance will do well to 
sp ne investigate. ay ‘s 
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THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 











ABSTAINERS’ LIFE FORMED 


DES MOINES COMPANY STARTS 


J. G. Moncrieff, Formerly Agency 
Manager for Equitable in London, 
Is President—Other Officers 


The Abstainers and General Life 
Insurance Company has been incor- 
porated in Des Moines, Iowa, with an 
authorized capital of $200,000, the par 
value of the shares being $1.00. 


J. G. Moncrieff, formerly agency man- 
ager for the Equitable of New York in 
London, England, who has also been 
connected with other companies in 
tngland and Scotland which give a 
preferential rate to abstainers, is presi- 
dent. Jas. R. Hanna, formerly Mayor 
of Des Moines, is vice-president, Mark 
H. Evans, secretary of the Business 
Men’s Temperance Association, is sec- 
retary, and Clyde E. Brenton, vice- 
president of the Citizens National Bank 
of Des Moines, is treasurer. 

The directors are the officers and 
G. L. Dobson, Geo. A. Jewett, H. C. 
Evans, W. J. Pilkington, and H. M. 
Havner. Henry C. Harris is also one 
of the incorporators. 

Frederic S. Withington, F.A.LA., of 
Des Moines, has been retained as con- 
sulting actuary. Mr. Withington states 
that the Company will issue non-par- 
ticipating policies exclusively for the 
present, giving a substantial guaranteed 
reduction in premium rates to total 
abstainers. An active campaign for the 
placing of stock is being vigorously 
organized. No American company hav- 
ing yet issued policies providing a guar- 
anteed reduction in rates for abstain- 
ers, it is believed that the Company 
will meet with immediate success. 
The premiums and reserves will be 
based on the American Experience 
Table of Mortality and 3% per cent. 
interest, modified preliminary term, 
Illinois standard. 

The experience of the English and 
Scotch companies, extending over 
periods of from thirty to forty years, 
has shown that whereas the death rate 
among non-abstainers has been, on the 
average, from 60 per cent. to 70 per 
cent. of the expected, the rate among 
abstainers is but 40 per cent. to 50 
per cent., or a difference of 20 per 
cent., thereby justifying the reduction 
of premiums to the latter. It is be- 
lieved that this Company will be a 
powerful force in extending the work 
of the temperance organizations, as it 
offers a substantial gain to those who 
remain in the abstainer class. 

The object of the incorporators in 
fixing the par value of the stock at 
$1.00 is to secure a wide distribution 
of the stock and to enable those of 
small means to become stockholders. 





PRUDENTIAL STRIKE BROKEN 





Vice-President Gray Says Experience 
Demonstrates Loyalty of Field 
Force and Policyholders 





Vice-President Edward Gray of The 
Prudential has sent out to the field 
force a statement explaining the posi- 
tion of the Company in regard to the 
recent disaffection of a small number 
of the industrial agents. Vice-President 
Gray explains that a few agitators in- 
fluenced by personal motives created 
the disturbance. 

Sixty agents who were active in work- 
ing against the interests of the Com- 
pany were dismissed. Most of the 
agents who abandoned their debits un- 
der a mistaken idea as to the attitude 
of the Company have since returned. 
The disaffection was restricted to New 
York City and vicinity and to a small 
extent in Philadelphia and one district 
in eastern Pennsylvania. Vice-Presi- 
dent Gray says that the experience 
demonstrated the loyalty of the field 
force and showed that the best interests 
of the field force and the policyholders 
were identical. 
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‘Home Office Leads 
on Policyholders 


SHOW GREAT POSSIBILITIES FOR 
FIELD 





Important Feature of Other Selling 
Lines—Co-operating With the 
Company 





All businesses maintaining field sell- 
ing forces have systems of “leads” 
which are furnished to the salesmen 
and in this way they have a large num- 
ber of selected prospects to work on. 
This has never been used to any ex- 
tent in life insurance. Some com- 
panies do follow up “leads,” but such 
work plays but a small part in the life 
insurance business getting system. One 
of the companies that has developed a 
carefully planned follow-up system is 
the Fidelity Mutual Life of Philadel- 
phia. This work is in charge of Frank 
H. Sykes, publicity manager of the 
Company. 

In discussing the use of “leads” Mr. 
Sykes says: 

“Four times a year we send to all 
policyholders our little magazine and 
at the beginning of the year the presi- 
dent’s annual report. These visitations 
are something more than a mere serv- 
ing up of cold facts. We sit down and 
have a little talk with him on matters 
of mutual interest. 


Coupons Bring 5,392 Leads 


“Here again the ever-present coupon 
or return card is thrust upon the read- 
er’s notice as an invitation to get on 
the wire for business. Our advertising 
blotters always carry this same invita- 
tion. And this is true, too, of practi- 
cally all of our circulars and booklets. 
It is from these sources we have de- 
veloped in the last seventeen months 
5,392 leads. 

“When these leads pass through our 
hands they all look alike. I could not 
tell one from the other. In the;mass, 
they represent tremendous opportunity; 
what they represent in the individual 
case, I have found by experience, de- 
pends largely upon the agent into 
whose hands they fall. I have known 
agents to run out four, five, six leads 
of this kind with absolutely no results 
except discouragement. I have seen 
these same men run out a second string 
and make big money out of them. Of 
course, they immediately woke up to 
a new conception of the worth of this 
material. We have been doing a little 
missionary work through ‘Field Man’ 
by letting the man in Maine know what 
the man in California is getting out of 
his leads. We have made the man in 
Maine take them more seriously, and 
I might add, more profitably. 


Experience on the Inquiries 


“Now a word as to reporting results. 
A great many of these cases are not 
written on first interview. That is 
quite to be expected. Some of them 
do not turn into business until months 
afterward, possibly a year afterward. 
The application is so far away from 
the starting point that the agent for- 
gets to tell us. Then there are many 
cases of quick results where we get 
no report. Let me impress upon you 
the great importance of keeping the 
head office informed of every case that 
you produce as the result of a lead. 

“This is essential from several stand- 
points. It builds up our store of in- 
formation and enables us to gauge the 
worth of our several forms of adver- 
tising. This is of direct interest to 
you. Your testimony of actual results 
increases the value of every lead we 
send out, because it builds up in the 
minds of the agents who get these 
leads a confidence that if you can get 
results they can too. I am happy to 
say that in recent months this condi- 
tion has greatly improved, in evidence 
of which I want to stretch out before 
you this little exhibit in the shape. of 
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four yards of unsolicited testimony 
from men in the field of business actu- 
ally produced as the result of head 
office leads. 


Better Than Using “Cold” Names 

“Do not overlook this important fact 
when dealing with the lead from the 
policyholder. He is a believer in life 
insurance; he is already insured. He 
is a believer in the Fidelity; he carries 
insurance in the Fidelity. Hence, these 
two essential points are already cov- 
ered. You have only one other point 
to deal with—additional insurance. Un- 
doubtedly the lead you get from the 
policyholder igs more valuable than the 
lead on a cold name. On the latter 
you have three things to cover; on 
the policyholder you have only one. 

“We often hear the expression, ‘He 
answered out of curiosity.’ I am per- 
suaded that no man will go out of his 
way to answer an advertisement un- 
less he is interested. Call it curiosity 
if you will, but, mark you, curiosity is 
interest in the germ. However faint 
that interest, the fact remains, that 
man is interested or he would not at 
considerable labor have written his 
name, occupation, address and date of 
birth on the card, spent two cents or 
even a cent for postage, and put him- 
self to the trouble of mailing it. With 
the lead card in hand you do not know, 
and I do not know, whether there is 
at the other end mere curiosity or in- 
tense interest. We never will know 
until we get there and put our sales- 
manship to work. 

“One other point. Remember that in 
every one of these cases the Company 
has an obligation to discharge. it 
stands under a promise to furnish cer- 
tain information. And the failure to 
fulfill that promise necessarily lowers 
the Company in the estimation of the 
man who requested the information. 
You are the Company’s representative 
on the ground. Consider that you owea 
duty both to the inquirer and the 
Company.” 
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Progress of New 


Revenue Tax Bill 


(Continued from page 1) 


House, so that net additions to reserves 
will not be included in the funds sub- 
ject to tax. 


Ambiguous Tax on General Funds 


Under the head of “Special Taxes” 
there is another section of the new 
bill that carries this same dual inter- 
pretation when applied to a life insur- 
ance company. This section reads: 

“Section 56. That on and after Janu- 
ary first, nineteen hundred and seven- 
teen, special taxes shall be, and hereby 
are, imposed annually, as follows, that 
is to say: 

“First. Corporations, joint-stock com- 
pan.es and associations shall pay 50 
cents for each $1,000 of capital, sur- 
plus and undivided profits used in any 
of the activities or functions of their 
business, including such sums as may 
be invested in or loaned upon stocks, 
bonds, mortgages, real estate, or other 
securities. The amount of such an- 
nual tax shall in all cases be computed 
on the basis of the capital, surplus 
and undivided profits for the preceding 
fiscal year. Every corporation, joint- 
stock company or association as defined 
and limited in Sec. 10, Title 1, of this 
act, shall be liable to this tax; pro- 
vided, that for the purpose of this tax 
an exemption of $99,000 shall be al- 
lowed from the capital, surplus and 
undivided profits of each corporation; 
and provided, further, that corporations 
actually paying this tax imposed by 
Sec. 41 of Title III of this act shall 
be entitled to a credit as against the 
tax imposed by this paragraph equal 
to the amount of the tax so actually 
paid; and provided, further, that this 
tax shall not be imposed upon any 
corporation not engaged in business or 
which has no net income as defined in 
Title I of this act, during the preceding 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 
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HOW LAPSES ARE HANDLED 


A SYSTEM THAT WORKED WELL 





Method Used in One Office to Keep 
Policies Alive—By Phone, Letter 
and Visit 





In describing how lapses are handled, 
Cashier W. T. Coleman, of the New 
York office of the Massachusetts Mu- 
tual Life says: 


“We go through our receipts very 
carefully each day to see the policies 
that will lapse the following day. From 
handling the cases for a number of 
years, we can tell almost exactly the 
ones that always take the very last 
minute of the grace period, and get in 
just ‘under the wire.’ Those that we 
have any doubt about, if they are in 
business in this city, we telephone them 
to call their attention to the fact that 
the grace will expire the next day. If 
they have forgotten to send the pre- 
mium, this brings it to their attention, 
and if they are contemplating allowing 
the policy to lapse, we will learn this. 
Where the policy has any value, if we 
talk with them over the ’phone, we do 
not have any trouble in getting them to 
make a premium loan. Of course, if the 
policy has been in force less than one 
year, a loan cannot be made which will 
help any toward the payment to com- 
plete two years, and if it is on the semi- 
annual basis we suggest a change to 
quarterly premiums, or even a reduc- 
tion of the policy, if necessary, to such 
an amount as he can carry. If our con- 
versation with him over the ’phone does 
not seem to be satisfactory, we imme- 
diately have an agent get in touch with 
him. 

“Where we are obliged to handle the 
matter by correspondence, we send the 
Company’s form letter notifying him 
that the policy has lapsed, and then in 
three or four days, if we have not heard 
from him, we write a letter, making the 
personal touch in it as strong as pos- 
sible, and suggest that if he is short of 
ready cash at the present time he can 
have the premium taken care of by pre- 
mium loan, or as much of it as the pol- 
icy would permit, he paying the bal- 
ance, which is usually a small amount, 
in cash. 


“We generally send a stamped return 
envelope with our letter. If no reply 
is received from this letter, we write 
again in about a week or ten days, and 
we find that where there is any value 
to the policy we seldom fail to have it 
revived. 


“IT think the new business written 
through this agency is extremely well 
placed, and very few policies lapse be- 
fore they have some cash value, except 
in the case of term policies.” 








taxable year or which are exempt un- 
der the provisions of Sec. 11, Title I, 
of this act. 

This section is regarded as very am- 
biguous. It is subject to the same 
criticism as the foregoing features of 
the bill. To apply it to life insurance 
companies it requires a special inter- 
pretation of the terms used to define 
the taxable funds. On the surface it 
imposes an enormous burden on the 
companies. A careful study of the sec- 
tion in the light of the object which is 
sought to be attained may show that 
the policyholders are not to be mulcted 
again in a way that was not intended 
by the sponsors for this section. 


Tax Rate Doubled 

In common with all corporations, life 
insurance companies are subject to the 
proposed increase in the tax on net 
income from 1 per cent. to 2 per cent. 
The matters of special concern to the 
policyholders and the business are the 
proposed taxation on gross instead of 
net income basis and the taxation of 
capital, surplus and other funds, and 
also the double tax on stock dividends. 
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TRYING TO FIND HAJIME 


A Business Call in Tokio is Full of Adventure —Frantic Jinrikisha Relay Race 
to Find the Mikado’s Nephew—Takes an Active American Two Hours 
to Learn That The Honorable Gentleman is Out of The 
City —“Doing” the “William Street” of Tokio 


By CLARENCE AXMAN 








(Special Correspondence) 

Tokio, Japan, July 28.—When a friend 
of mine learned that I was going to 
make a trip to Japan, he asked me to 
look up his old friend Kajima Kawasaki 
and tell him how much his old com- 
panions in America missed him. They 
had met at the University of Pennsyl- 
vania where Kajima Kawasaki was 
universally popular, and when he re- 
turned to Japan everyone was truly 
sorry; nor were they surprised when 
later the word passed along among the 
alumni that Kajima Kawasaki had ‘not 
been long in Nippon before he had be- 
come president of a life insurance 
company. No one will be surprised at 
his success because he is a fine fellow 
and very smart. He is also a nephew 
of the Mikado. 

I decided by all means to look up 
this gifted young scion of royalty when 
in Tokio and interview him about in- 
surance in the Orient. 

I also had a letter to’C. A. Sauce of 
the Equitable Life Assurance Society 
of New York, secretary of that Society 
in the Far East. There was something 
rather fascinating in the idea of talk- 
ing to a man with a name having such 
a fine Kentucky flavor as the Equitable 
man’s, and I began to look forward to 
my Tokyo visit. 


First Impressions 


The first impression one gets about 
Japan after reading of the inroads of 
Western civilization is to wonder where 
the inroads are. Thousands of women 
do not stop to worry whether their 
kimonas lap in front; wooden shoes 
are worn by nearly every person one 
meets; streets are dimly lighted; 
matches are of such poor quality, a 
box of them is needed to light a cigar; 
practically all the men wear the old 
fashioned clothing, pulling the skirts 
up to the thighs when it is raining; 
buildings are the smallest of shops; 
thousands of peasants flock through 
the streets drawing their farm wagons 
and looking as if they had stepped out 
of the Middle Ages; and the only Eng- 
lish spoken is “One Yen” meaning fifty 
cents, and “Yes.” 

“Yes” is a good convenient word, 
but the Japanese use it to excess, say- 
ing it also when they mean “No.” One 
Japanese I met knew two other words, 
“Never mind.” He would listen to you 
for hours while you explained and with 
a look of the best humored intelligence 
only to smile still more at the finish 
and say, “Never mind.” 


Innocently Decide to Make a Call 


I decided to pay my respects first to 
Mr. Sauce. A man at the Hotel Im- 
perial, who also knew some English, ex- 
plained the address most capably to a 
jinrikisha man. After explaining it, the 
‘rikisha man started off and after a 


few blocks decided he couldn’t find the 
street, the place where he stopped be- 
ing a jinrikisha station. Signaling to 
an old ’rikisha man he said to me, as 
if he had found the key to a combina- 
tion, “He English.” I couldn’t under- 
stand the man who spoke English, but 
it was amusing to see him look at the 
envelope and pronounce “Equitable” af- 
ter me. Finally he gave it up in dis- 
gust. I thought I would try my luck 
at the taxi station so we drove there 
and I dismissed the two-wheeled runner. 


They Practice on the Addresses 


At the taxi station there was quite a 
ccnfab. Three of the drivers thought 
sure they knew English and could 
decipher the Equitable manager’s ad- 
dress. I also permitted them to prac- 
tice on the Kajima Kawasaki address, 
but it took some time. My driver 
thought he would rather take a chance 
at the Equitable number, particularly 
as a boy from a silk house, which has 
a large clientele of Americans, was 
called in. His face immediately lighted 
up and he explained the Equitable ad- 
dress but confessed himself beaten on 
the other. 

There was much bowing and head 
scraping and I arrived at the Equitable 
building very shortly, which was not 
strange, in view of the fact that it 
was only about three blocks from the 
garage. in fact, there is quite a little 
insurance district with the New York 
Life on one corner and the Equitable 
on the other, both being housed in nice 
red brick buildings of the European 
type. 

Little Fame In Being President 

Mr. Sauce, serious looking, was in, 
took me to his private office, looked 


pleased to see an American and asked 
about his friends in the States. Form- 


erly he was with the Equitable in Cali- 


fornia and came here three years ago. 
He told me some interesting points 
about life insurance, but I could not 
help thinking of the president of the 
Japanese Insurance Company, whose 
name and address were such mysteries. 
So I asked him about Kajima Kawasaki 
but he had never heard of him. 

“He is president of an insurance 
company,” I insisted. 

“There are a great many insurance 
companies,” he said, “and unfortunately 
there is no Japanese directory.” 

Mr. Sauce then called a Japanese as- 
sistant and asked for assistance. He 
seemed to remember the name and 
volunteered to take me to the taxi 
driver waiting outside, which he did, 
making a most elaborate explanation 
of the address, the taxi driver receiv- 
ing him like an old friend. 


Wild Ride in a Tokio Taxi 
Then began a long, long ride through 
the streets of Tokyo where the insur- 
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ance offices are evidently not close to- 
gether. After traveling a distance 
corresponding with the Battery to 
Harlem, we went sailing through a few 
more streets over a distance corre- 
sponding from Astoria, \L. I., to Morris- 
town, N. J. There are not more than 
a dozen taxis in Tokyo and every one 
of them is a Ford. There would prob- 
ably be more only it is a luxury to 
run them, gasoline-being about a “yen” 
a gallon. The drivers race through the 
streets and blow their horns every ten 
or twelve feet. Fortunately there are 
so few taxis that the pedestrians do 
not go mad. 


A Japanese Business Office at High 
Pressure 


At the end of an hour, we stopped in 
front of a four story building having 
an appearance of a waterfront shipping 
cffice or warehouse in Savannah, Ga., 
or the Charlestown district of Boston. 
The driver presented my envelope at 
the window where it was inspected by 
a half dozen clerks. One of them in 
particular seemed to have us in charge 
and he lingered a while. Occasionally 
several clerks would come up and look 
at the envelope, one of them changing 
the first name from Kajima to Hajime. 
About noon some of the clerks ad- 
journed into a room for lunch and I 
could see them eating rice with chop 
stocks out of a wooden box. 

f was beginning to be irritated by 
the delay. I thought if the people in 
the building, (post office, telegraph or- 
fice, central inquiry bureau or whatever 
it was) could not tell the driver the 
address, they should say so and end 
the uncertainty. Before I could specu- 
late further a distinguished looking 
Japanese gentleman wearing a Puro- 
pean pongee suit and speaking excel- 
lent English came down a stairway 
and said suavely, “Mr. Kawasaki is not 
in. He is out of the city for a few 
days.” 

“What building is this?” I asked. 

“The building of the Nippon Fire In- 
surance Company, of which Mr. Ka- 
wasaki is president.” 

“IT thought he was president of a life 
insurance company.” 

“So he is. This is also the building 
of the Nikka Life Insurance Company 
of which Mr. Kawasaki also has the 
honor to be president. He will be 
sorry to have missed you.” 

I sadly presented my letter of intro- 
duction and took my departure. I had 
not met Mr. Hajime Kawasaki but it 
was worth spending two and a half 
hours to find out just how difficult it is 
to locate that gentleman—if you do 
not speak Japanese. 


UNSUSPECTED IMPAIRMENT 
Results of Free Health Service Aston- 
ish Many Thought to Be in Perfect 
Health 








One of the New York companies 
established a free health examination 
for its policyholders. Bleven hundred 
and fifty-four individuals applied for 
examination. Only fourteen, or 1.21 
per cent. passed a perfect examination. 
Eleven hundred and forty members 
needed advice in regard to physical 
conditions or habits of life, and seven 
hundred and eighty-nine, or 68 per 
cent., were advised to seek medical 
treatment. Of this latter number, 
forty-nine, or 4% per cent., were seri- 
ously affected; seven hundred and 
forty, or 60 per cent., moderately af- 
fected; and three hundred and fifty-one, 
or 30 per cent., slightly affected. Only 
one hundred of the seven hundred and 
eighty-nine individuals that were re- 
ferred to physicians for treatment were 
aware of the existence of the impair- 
ment. These examinations, of course, 
were made for the purpose of prolong- 
ing life, and not for insurance. 





AGENT NEEDS AN INCENTIVE 





Well-known Field Manager Admits He 
Must Have Special End to Work for 
—Suggests Monthly “Something” 





Mark B. Lockyer, manager for Penn- 
sylvania for the Illinois Life, admits 
that he needs a special: incentive to 
keep him working at his best. 

“I may be different from some 
others,” he says, “but to keep going 
at top speed, I need something ‘special’ 
as an incentive—a contest, a prize—but 
a ‘something’ always, and it seems to 
me it would pay the Company to have 
prepared a series of ‘somethings’ for 
every month or quarter of the year. 

“It need not be anything of any 
special value, like a clock or an auto- 
mobile, for instance, but just the op- 
portunity to ‘trim’ another force in 
another territory, would make things 
hum, and the compensation comes, of 
course, with the extra business pro- 
duced. 

“These are days when in every busi- 
ness those in charge are trying for 
100 per cent. efficiency and when tried 
for, it is usually attained. The mo- 
mentum created in any special ‘try’ 
carries with it those who usually lag 
behind, with the net result that some 
strike 100, others a little less but all 
rise above their average.” 
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COMMISSIONERS’ CONVENTION 


‘SUBJECTS BEFORE OFFICIALS 








Important List of Topics Arranged for 
Richmond Meeting—September 
26 to 29 





Plans have been practically com- 
pieted for the annual meeting of the 
National Convention of Insurance Com- 
missioners to be held at Richmond, Va., 
September 26 to 29. The program as 
arranged contains a long list of im- 
portant matters to come before the 
State officials. The completed pro- 
gram follows: 

First Day 
Address of Welcome—Hon. Henry 

©. Stuart, Governor of Virginia; Hon. 
George Ainslie, Mayor of Richmond. 

Response—Hon. John T. Winship, 
vice-president. 

President’s Address—Hon. 
Mansfield, president. 

Communications and reports. 

“Reserves of Fire Insurance Com- 
panies,’ C. F Nesbit, Supt. of Insur- 
ance, Washington, D. C. 

“State Rate-Making—Its Methods and 
Effect,” J. S. Patterson, Commissioner 
of Insurance, Texas. 

“Inter-Insurance Accounting,’ Carey 
J. Wilson, Supt. of Insurance, Kansas. 

Discussion of papers. 

Second Day 
Communications and reports. 
Annual reports—“The Best Way of 

Obtaining Correct Annual Statements,” 
R. J. Merrill, Insurance Commissioner, 
New Hampshire; “Departmental Co- 
operation, Auditing and Preparing and 
Publishing Annual Reports,” F. H. 
Hardison, Insurance Commissioner, 
Massachusetts; “Can Printed State- 
ments be Made to Harmonize with 
Convention Forms?” H. Pierson Ham- 
mond, Actuary, Connecticut; “Un- 
authorized Insurance,” C. C. Thompson, 
Superintendent of Insurance, Arizona. 

Discussion of papers. 

Communications and reports. 

“Life Insurance from the Standpoint 
of a Layman,’ W. K. Chorn, Supt. In- 
surance Department, Missouri. 

“Complaint Bureaus of Insurance De- 
partments—Their Functions,” Frank 
Taggart, Superintendent of Insurance, 
Ohio. 

“How Can the Cost of Insurance be 
Reduced?” J. Denny O’Neil, Insurance 
Commissioner, Pennsylvania. 

“Anti-Discrimination Laws in Fire 
Insurance,” George M. LaMonte, Com- 
missioner of Insurance, New Jersey. 

Discussion of papers. 

Third Day 
Communications and reports. 

“To What Extent is Social or Wel- 
fare Insurance Feasible in the United 
States and How Should It be Done?” 
Rufus M. Potts, Insurance Superintend- 
ent, Illinois. 

“How Far should a Life Insurance 


Burton 


Company Go in Conserving the Lives» 


of its Policyholders?” E. R. Harper, 
Commissioner of Insurance, Colorado. 

“Automobile Insurance—Should Fire 
Companies be Authorized to Give Full 
Coverage, Including the Person?” H. D. 
Appleton, Deputy Superintendent, New 
York. 

“The National Government as a Pre- 
ferred Creditor in Surety Insurance,” 
Wm. M. Shehan, Insurance Commis- 
sioner, Maryland. 

Discussion of papers. 

Executive session. 

Communications and reports. 

“The Value of Schedule Rating in 
Securing Equitable Fire Insurance 
Rates,” Wm. F. Dunbar, Commissioner 
of Insurance, Tennessee. 

“Can Insurance Rates be Properly 
Made by a Representative Form of 
Government?” M. J. Cleary, Commis- 
sioner of Insurance, Wisconsin. 

“Whole Family Insurance by Fra- 
ternals,” Harvey Wells, Insurance Com- 
missioner, Oregon. 

Discussion of papers. 

Executive session. 

Fourth Day 
Communications and reports. 
Departmental practices and rulings. 
The Actuarial Bureau, by the com- 

mittee. 

Election of officers. 

Adjournment. 





KEEPS LOW MORTALITY RECORD 





Equitable of Iowa Continues Excellent 
Record—June Losses Show Eleven 
Years’ Average 





The recora of mortality for the first 
seven months of the current year for 
the Equitable Life of Iowa shows that 
the ratio remains at a remarkably low 
figure, the total being only 37.3 per 
cent. of the expected. When this is 
considered with the exceptionally low 
ratio which has been experienced by 
the Company for the last three years, 
it is more than ever creditable. The 
care and judgement shown in the se- 
lection of risks is an important factor 
and a real source of large dividends 
for policyholders. With high interest 
earnings and economical management, 
for both of- which the Equitable of Iowa 
shows an excellent record, low mortal- 
ity forms the combination which results 
in low net cost of insurance. This 
is a definite service in which every 
policyholder shares and is a vital fac- 
tcr in the campaign of the Company 
among present policyholders to in- 
crease their lines. 

The record of mortality for June 
shows that out of 18 deaths the policies 
averaged slightly over 11 years old, on 
which premiums of $13,586 had been 
paid. Ags the death losses under these 


‘pelicies totaled $31,574.79, the estates 


of these policyholders profited to the 
extent of $17,988.79 through their fore- 
sight. 


HOW I WROTE A “TWENTY” 





Agent’s Experience Showed Assured 
Apparently Took Pride in Carrying 
the Large Policy 





In telling of his experience in placing 
a good-sized policy on the life of a 
prospect, Wesley R. Childs, associate 
general agent in the Southwestern de- 
partment of the Illinois Life, shows 
that a man will take a much larger 
policy than he might be expected to 
carry and he will take pride in the 
fact. Mr. Childs in telling the incident 
says: 

“In the month of March I secured a 
letter of introduction to a _ business 
man in a nearby city who was in the 
market for life insurance. I made up 
my mind before I met the gentleman 
that I was going to write him for $25,- 
000 and would not be satisfied with 
less. 

“We met. I had a good interview. 
He invited me to lunch. We returnea 
to his office. After further conversa- 
tion he offered me $2,000. I informed 
him I came to his office to write him 
$25,000 or nothing; that that was the 
amount he needed in his business; that 
that was the amount he was entitled 
to, and that he or I could not afford 
to consider less. 

“I refused to write the $2,000 ap- 
plication. In the month of June I 
wrote and delivered to him a $20,000 
policy. Result: Several hundred in 
commissions. He told a mutual friend 
that I was the first insurance man who 
had ever struck him for over $5,000 
of insurance, yet he had lived in a city 
of 40,000 for 43 years.” 





WHERE THEY FELL SHORT 





Agency Got Sufficient Volume, But 
Premium Was Lacking Because of 
Semi-Annual Payments 





John Newton Russell, Jr. manager of 
the home ofnce general agency of the 
Pacific Mutual Life and an officer of the 
National Association of Life Under- 
writers set out to get the cup offered 
for the largest amount of business 
paid for by the Company’s agencies. 
Mr. Russell’s agency had no trouble 
writing the business. .The cup seemed 
assured. But when the records were 
prepared it was found that the Russell 
agency men had not won. This was 
because so much of the business was 
on the semi-annual and quarterly basis 
tuat the proportions of paid in pre- 
miums were too low. 

This emphasizes a very important 
point. Business that is written on less 
than the full paid premium is only half 
secured. In commenting on the matter 
Mr. Russell said: 

“Would it not therefore be wise for 
each agent to adopt a rule something 
like the following: I will write all busi- 
ness on the annual basis. I will collect 
oue-fourth, at least, with the applica- 





Who Holds the Record? 


What is Greatest Number of 
Policies Issued on One Life? 








It would be very interesting to 
know what life insurance man held 
the record for the greatest number 
of policies issued on the life of one 
person. It is regarded as distinct- 
ly good business to increase the in- 
surance on old policyholders and 
it is a credit to any agent to have 
written the same person many 
times. 

By way of introducing this sub- 
ject, it may be said that Wilmer 
Christian, of Indianapolis, general 
agent for the Equitable Life, of 
lowa, has a total of nine policies. 
This is quite a few, but there are 
doubtless some field men who have 
placed more. Can any one beat 
this? The ‘Eastern Underwriter 
would like to hear from field men 
on this subject. 











tion, one-fourth in 30 days, one-fourth in 
65 days and the remainder in 90 days. 
This rule carried out would mean the 
payment of all cash within the period 
of the contest. The argument could be 
used that the rule of the contest re- 
quires a settlement on the above plan. 

“It is better for the agent to wait 
three months and receive all his com- 
mission, than to receive what is due 
on the first quarter and wait nine 
months for the final amount due him. 


“Furthermore the insured may lapse 
his policy, or it may be ‘twisted’ out 
of its rightful place by some wily 
agent before the last quarter is due. 
It is easier to write business on the 
arnual basis because there is no inter- 
est to pay. The agent can shcw the 
prospect, by multiplying tie quarterly 
premium by four and comparing it with 
the annual, that he is saving him con- 
siderable interest—over 6%. The argu- 
ment will appeal and is the best to use 
in securing annual settlement. Let him 
understand of course that if he wants 
to pay it quarterly or semi-annually the 
second year, he can do so. 

“There are some agents who never 
write a quarterly and seldom a semi- 
annual premium. This proves that An- 
nual Basis Business can be written. 
It is in the mind—in the agent’s mind. 
If he thinks in halves and quarters, his 
applications will show it. 

“Let us turn over a new leaf. Begin 
now to write all future business so 
that it will reflect the highest credit 
upon ourselves as agents and bring the 
greatest honor to the agency.” 





You wouldn’t think much of a man 
who didn’t provide sufficient food for 
his family. You wouldn’t think his af: 
fection was very genuine. Providing 
life insurance is as important as pro- 
viding food. It actually is providing 
food—for the future——The Prudential. 








Cc. H. ELLIS 
President 


grade men. 





Pan-American Life Insurance Company 


New Orleans, Louisiana 


OUR RECORD 
Insurance in force ........ 
Total Resources .......... 


The recent merger of the Meridian Life with the Pan-American Life has opened up several 
rich and important territories in the South and North Central section, which will be 
assigned to Managers capable of handling and inspiring an agency organization of high- 
A rare opportunity to ambitious men to establish themselves in an inde- 
pendent and permanently profitable business. 


Address E. G. SIMMONS, Vice-President and General Manager 
Whitney Central Bank Building 


E. G. SIMMONS 
Vice-Pres. and Genl. Mgr. 


..+.-Cover) $40,000,000.00 


.... (Cover) 5,250,000.00 


NEW ORLEANS, LOUISIANA 





BOSTON, 


The Columbian National Life Insurance Company 


MASSACHUSETTS 
ARTHUR E. CHILDS, President 





The Agents’ Winning Combination 
LIFE—ACCIDENT AND HEALTH—INSURANCE 


Covering Permanent and Total Disability, 
and Weekly Indemnity for loss of time 





The Policyholders’ Winning Combination 


Guaranteed Cost and Good Service 








FOR AGENCIES AND SPECIMEN POLICIES, ADDRESS THE COMPANY 
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Program Completed 
For St. Louis Meeting 


SALESMANSHIP TO BE THE BIG 
FEATURE 








To Get Coliseum for President Wilson 
—Important Speakers and Topics 
on Program 





With the acceptance by President 
Wilson of the invitation of the National 
Association of Life Underwriters to ad- 
dress the convention at St. Louis, the 
program for the meeting has been prac- 
tically completed. The big punch of the 
convention will be the salesmanship and 
efficiency features. For “Wilson Day” 
it is planned to get the Coliseum in 
which the President was nominated be- 
cause there will be a large attendance 
to hear President Wilson speak. The 
regular sessions will be held in the 
Planters Hotel. The program as com- 
pleted follows: 

Monday, September 18, 9:30 A. M.— 
Meeting Executive Council; 2:00 P. M. 
—Meeting Executive Committee. 

First Day—Morning Session, Tuesday, 
September 19—10 o’clock. 

Invocation. 

Address of Welcome, President St. 
Louis Life Underwriters’ Association. 

Response, President N. A. L. U. 

Reading of Signatures to Special Com- 
munications, Telegrams, Letters of Re- 
gret—By Secretary. 

President’s Address, Reviewing Ac- 
tivities of Association Year. 

Presentation of Report of Secretary. 

Presentation of Report of Treasurer. 

Presentation of Report of Chairman 
‘of Executive Committee. 

Report of Chairman—Committee on 
Taxation. 

Report of Chairman—Committee on 
Education and Conservation. 

Report of Chairman—Committee on 
Salesmanship. 

Report of Chairman—Committee on 
Law and Legislation. 

Report of Chairman—Committee on 
Life Insurance and Credit. 

Report of Chairman—Committee on 
Membership. 

Report of Chairman—Committee on 
Publications. 

Selection of Next Place of Meeting. 

Announcements. 

First Day—Afternoon Session, Tues- 
day, September 19—2 o’clock. 

Discussion—“Putting Life into the 
Life Insurance Salesman.” Led by Nor- 
val A. Hawkins, Sales Manager, Ford 
Motor Co., Detroit. 

Discussion—“Unusual Methods of Ap- 
proach.” Led by W. E. Bilheimer, Presi- 
dent, St. Louis Life Underwriters’ Asso- 


ciation. (All talks limited to three min- 
vtes) “Ideals and Enthusiasm,” John 
G. Jones, Sales Manager, Alexander 


Hamilton Institute. “Salesmanship,” -A. 
C. MacMahon, National Cash Register 
Co., Chicago. 

Action on Executive Committee’s Rec- 
ommendations. 

Appointment Nominating Committee. 

New Business. 

Presentation of Resolutions to be re- 
ferred under the rules of the Executive 
Committee. 

Evening Session—Reception. 

Second Day—Morning Session. Presi- 
dent’s Day, Wednesday, September 20— 
9,30 o’clock. 

The President of the United States, 
Reception by President and Mrs. Wil- 
GUNN GR 6 koe hc 0s ew Sis eenTiesewwerewes 

Luncheon to the President and Mrs. 
WR BE io ka cwinSdsicls dbks she peinn C48 

Second Day—Afternoon Session, Wed- 
nesday, September 20—2 o’clock. 

Discussion—“Selling Methods.” Led 
by J. Stanley Edwards, Denver, Colo. 
(All talks limited to three minutes.) 
“Co-operation Between Life Insurance 
and Savings Banks,” J. Lionberger Da- 


vis, Director, St: Louis Union Trust Co.,. 


St. Louis. 
New Business—Presentation of reso- 
lutions or other business to be referred 


under the rules to the Executive Com- 
mittee. 

Second Day—Evening Session, Wed- 
nesday, September 20—7 o’clock. 


Annual Banquet. 


Address by Raymond Robbins. 

Mr. Robins will be the only speaker 
of the evening. 

Third Day—Morning Session, Thurs- 
day, September 21—9 o’clock. 


Sectional Meeting in Room B. 

Discussion — “Selecting Salesmen.” 
(a) Where found. (b) Requisite quali- 
fications. (c) How developed. Led by 
Winslow Russell, Hartford, Conn. (All 
talks limited to five minutes.) 

Sectional Meeting in Room C. 

Discussion—‘How to Organize a 
State.” Led by W. A. R. Bruehl, Cin- 
cinnati, Ohio. 

“Salesmanship Training Courses for 
Getting Life Insurance Salesmen,” Wm. 
King, St. Louis, Mo. 

“How to Best Use the Association’s 
Publicity Material,” J. W. Bishop, Chat- 
tanooga, Tenn. 

Discussion—“Business Life  Insur- 
ance.” Led by Lawrence C. Woods, 
Pittsburgh, Pa. 

Discussion—“Effective Closing Sug- 
gestions.” Led by Lawrence Priddy, 
New York City. (All talks limited to 
three minutes.) (President Wood’s 
prize of $25 in gold.) 

“Can Salesmanship Be Taught?” Dr. 
Arthur A. Hammerschlag, Director Car- 
negie Institute of Technology, Pitts- 
burgh, Pa. 

Speaker and Topic to be announced. 

Third Day—Afternoon Session, Thurs- 
day, September 21—2 o’clock. 

Report of Executive Committee. 

Presentation — Membership Contest 
Cups. 

Presentation—Ben Calef Cup and 
Medal. 

Presentation—Ben Williams’ Vase. 

Award—The Edwards Membership 
Trophy. 

Award—The Waite Attendance Tro- 
phy. 





PREPARED AGAINST STRIKE 





Equitable Provides Sleeping Quarters 
for Employes and Automobiles for 
Transportation 





A threatened recurrence of the re- 
cent strike of the street car employes 
will find the Equitable Life Assurance 
Society prepared to deal with the diffi- 
cult problem of having the office force 
on hand to carry along the work, al- 
though many of them live at consider- 
able distances from the home office 
building. 

When the strike started the third 
vice-president’s department, in charge 
of the home office force, acting on the 
principle of preparedness, made ar- 
rangements for carrying on the work at 
the home office no matter what the 
strikers might do. Schedules were 
adopted for the operation of automo- 
biles from central points, arrange- 
rients being made with those in the 
office who own automobiles to trans- 
port squads of clerks to and from their 
homes 


LIABILITY IN REINSURANCE 


SERVICE OF PROCESS POINT 





Case Involving Several Succeeding 
Re-insurances—Ultimate Com- 
pany Is Held Liable 





Under a recent decision an insurance 
company reinsuring or merging its 
risks with another, also takes the lia- 
bility of service of process attached to 
the reinsured company as to all risks 
taken over by reinsurance. 

The Modern National Reserve, an 


Iowa concern, qualified in Minnesota 
according. to statute, and thereafter 
issued its certificate to a certain mem- 
ber. Afterwards the Highland Nobles, 
also an Towa corporation, and also 
qualified to do business in Minnesota, 
merged with the Modern National un- 
der the name of Highland Nobles. 
Afterwards this concern consolidated 
with the American Order of Protection, 
a Nebraska company, under the name 
of American Nobles. Again later the 
American Nobles was absorbed by the 
Fraternal Union of America, the de- 
fendant, which was a Colorado organi- 
zation, and never did and never had 
been licensed to do business in Min- 
nesota, and at no time had it appointed 
the insurance commissioner to accept 
service of process against it in actions 
brought in Minnesota. 

The plaintiff beneficiary under the 
certificate brought suit and the Union 
questioned the jurisdiction, the plain- 
tiff having served the insurance com- 
missioner. In denying the plea to the 
jurisdiction the Supreme Court of Min- 
nesota said, in part, as follows: 


What the Court Held 


“The rule laid down in Woodward 
v. Mutual Reserve Life Ins. Co. v. 
Birch, 200 U. S., 612, and again in 
Hunter vs. Mutual Reserve Life Ins. 
Co., commends itself to us as sound. 
The language of the New York court, 
quoted in the Hunter case is: ‘That 
the stipulation of the company in re- 
gard to service of process became an 
obligation of the company precisely as 
though it had been incorporated in the 
policies, and, thereafter, whether the 
company continued to do business in 
the State or not, policyholders could 
commence action by service of process 
upon the Secretary of State, subse- 
quently changed to the Insurance Com- 
missioner.’ Cases bearing upon this 
point were reviewed by Mr. Justice Mc- 
Kenna in the Hunter case and by Mr. 
Justice Hughes in the Provident Sav- 
ings Society case, where it was stated 
that: “The authority which the com- 
pany had given with respect to service 
of process continued in force as to 
actions growing out of business which 
had been transacted within the state.’ 

“It follows that if this action had 
been brought against the Highland 
Nobles or the Modern National Reserve 
the fact that they had withdrawn from 
and were not doing business in this 
State would not oust the jurisdiction of 
its courts.” 








Busy! 


Busy! 


BUSY! 


Great days, these, for life insurance. The public is buying with un rec- 
edented freedom. Our representatives are getting a most liberal share. 


Delivered business far ahead of last year to date. 


Satisfied Home Office! 
Contributing causes: 


Prosperous Field!— 


Unexcelled policy contracts, enviable low cost, 


high reputation of Company, strong backing of Field by Home Office, 


excellent Field magazine, and fraternal relations between Home 


and Field. 


Office 


Occasionally we have a General Agency opportunity. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 








THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 
Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 








FINANCIAL STATEMENT 
Assets, Jan. 
91 


I, 
..--$74,274,980.68 


Liabilities ........ 69,154,791.00 
MP Sidiecicecene $5,120,189.68 





The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York * 











Mass. Mutual Men Meet 

(Continued from page 3) 
auder Cowen of the New York City 
Agency at quite some length discussed 
“Selling Life Insurance.” Lawrence C. 
Witten, manager at Cincinnati, O., in 
his subject, “The Melting Pot,” describ- 
ed the relation of the life underwriter 
to society; and A. C. Smith, general 
agent at Mattoon, Ill., through “Country 
Soliciting,” the subject assigned to him, 
depicted the conditions surrounding the 
life insurance man in his work in the 
rural districts. 


Superintendent of Agencies Joseph C. 
Behan, presided as toast-master at the 
banquet held at the Hotel Kimball on 
Friday evening, which was one of the 
most brilliant affairs ever held by the 
Company. 

At the session Saturday morning H. 
K. Hill, manager at Louisville, Ky., made 
an address on “Loyalty,” and Stewart 
Anderson, editor of the “Radiator,” the 
agency publication of the Massachusetts 
Mutual, spoke on the subject, “The 
House by the Side of the Road.” 


New Officers Elected 


The officers elected for the ensuing 
year were as follows: 

John L. McFeely, manager of the 
Pittsburgh office, was chosen president. 
The other officers are: First vice- 
president, W. F. Wallace, manager at 
Utica, N. Y.; second vice-president, 
Warren C. Flynn, manager at St. Louis, 
Mo.; executive committee, Frank H. 
Lcuis, manager for New Jersey; Harry 
I. Davis, manager at Atlanta, Ga.; Har- 
vey W. Bowles, general agent at Ban- 
gor, Me.; Carl LeBuhn, manager at 
Davenport, lIa., and Georgia Emery, 
superintendent of the women’s depart- 
ment at the Detroit office. Mr. Stevens 
has served in the capacity of secretary 
and treasurer since the organization 
was formed. He is one of the oldest 
agents in the employ of the Company 
from point of service. 


FIFTY “APPS” IN ONE MONTH 


J. I. Kimura, agent for the New York 
Life at the Seattle branch, signed up 
with the Company and started work 
June 30. During July he turned in 50 
completed applications for $50,500. It 
is doubtful if any new man has ex- 
ceeded this record. 
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Corneil Ridderhof, ad- 

He Couldn’t vertising manager for 

Hear Them the Coles Picture Ma- 

Say “No”! chine Corporation, New 

York, understands the 
psychology of salesmanship. The editor 
of The Eastern Underwriter was dis- 
cussing with him the other day some 
phases of life insurance selling. It is 
an intricate subject, susceptible of fine 
distinctions and broad application, but 
Mr. Ridderhof indicated the one big 
essential of life insurance salesmanship 
in this: 

“The best life insurance salesman I 
ever knew was an old fellow on the 
Pacific Coast who was too deaf to hear 
his prospect say ‘No’”! 

* - * 


Some agents trail all 


The Thing over a county and spend 
That Sells half their commissions 
Business (before they are earned, 


sometimes) chasing 
after this man and that, when they 
could stay right in their own home 
field to better purpose. This truth is 
emphasized by the Union Central Life 
in an effective bit of advice to its field- 
men. Many agents are neglecting the 
man across th2 street or down in the 
next square. 

What is it that sells the greatest 
amount of life insurance? It is not 
figures, not dividends, not rates, not 
cesh surrender values, nor compari- 
sons with other companies, nor the use 
of special policy contracts. A large 
percentage of life insurance has been 
and always will be sold by a picture 
painted of a wife, a mother, a little 
child or children, aged parents, and 
what would happen to them in a world 
that has troubles of its own to look 
after, if the life on which they lean 
sbould fail. 

Training aione may produce efficient 
soldiers, but not effective armies— 
hired warriors never yet won a king- 
dom. Besides weapons, every fighter 
must carry his soul into action. Enthu- 
siasm covers a multitude of inadequa- 
cies—wobbly wheels right themselves 
as they gather speed. 

You won’t strike your stride until 
you elect a vocation in which you can 
invest your pride. You can’t do what 
you don’t believe. Drop an unpleasant 
job and do something into which you 
can put yourself as well as your time. 
The future can hold nothing until am- 
bition and you are both busy under the 


same roof. 
* a * 


You are a guiding and 


A Point corrective light to thou- 

of View to sands of people, families 
Cultivate in particular, who are 

seeking by fairly pa- 


thetic endeavors to get ahead in the 
world, says the International Life in 
bringing out a point of view that is 
well worth cultivating. 

People have tried saving money at 
home, and they have tried the savings 
bank way, and most of them have 
fa.led at both. They failed at them be- 
cause there was no “have-to” behind 
either plan. 

The way that you offer them has a 
“have-to” save behind it. It also has 
the great extra inducement, an im- 
mense extra money reward for their 
saving by policy payments. 

Your plan offers them what no other 
savings plan in the world can offer. 

And so it has come about that thous- 
ands of people look to you as the mari- 
rer looks at the guiding, life-saving, 
star. They look to you—the life insur- 
ance agent—to get them into the one 
safest and most compelling and most 
profitable way of saving. 

What an immense advantage this 
gives you over salesmen in all other 
lines! 


Most know 


people, America over, 


Live Hints For Business Getters 
Practical Suggestions to Help the Man With the Rate Book Increase His 


Income and General Efficiency 








what life insurance is, yet they must 
have you to show them just how to 
get it, just the best policy for each of 
them to take. 

We know what we say when we tell 
ycu that thousands of people are eager 
to have you meet them and show them 
how they can become policyholders. 
Most of them haven’t the time to come 
to you, thererore it is your part to seek 
them out. Take a high, broad view of 
the great rich outlook which the whole 
s:tuation presents. Lose no time in 
g.ving it your greatest efforts, and 
you'll become a richer and better man 
for it. 

* ” a 
The Equitable, of Iowa, 
Strong Case cites a typical case that 
for Income conveys a strong argu- 

Insurance ment for income insur- 

ance. 

In March, 1914, a Pittsburgh man who 
was supposed to be wealthy, died and 
left $300,000 in life insurance. The re- 
mainder of his estate was made up of 
his equities in various manufacturing 
enterprises. A few days after his death 
his widow received the proceeds of the 
policies—$300,000 in cash. She was 
splendidly fixed for life, wasn’t she? 
Well, let’s see about that. 

Hardly had she received the $300,000 
when she was called upon by represen- 
tatives of the three or four corporations 
in which her husband had been inter- 
ested and these gentlemen explained to 
her that the very wisest thing she could 
possibly do would be to loan these con- 
cerns the proceeds of the policies, there- 
by protecting her investments and giv- 
ing her a handsome income. Of course, 
she having a perfect confidence in these 
men who had been her husband’s asso- 
ciates, proceeded to advance various 
sums of money—$50,000 in one case, 
$100,000 in another, etc., until the entire 
$300,000 was loaned out to these cor- 
porations. Inside of a year every one 
of these corporations had gone to the 
wall. Think of it! $300,000 dissipated 
within one year, and to-day that woman 
is keeping a boarding house. Think 
of it. 

If this Pittsburgh man, instead of 
purchasing old-fashioned insurance, had 
secured from each of three life insur- 
ance companies a $500 a month income 
policy—his widow would have been in 
receipt of an income of $1,500 per 
month as long as she lived—$18,000 per 
year. She could not have invested one 
cent of the principal in any one of these 
ventures which proved so disastrous. 

What a difference—what a wonderful 
difference to her eighteen thousand dol 
lars per year vs. nothing—and think 
how easy it would have been for the 
husband to have prevented this un- 
speakable disaster. It may have been 
that he could not have been convinced 
while living that three $500 a month in- 
come policies were better than $300,000 
of old-fashioned life insurance, but it is 
dead certain that you could convince 
him to-day if he were where you could 
talk to him. 

Tell me, my friends, are we going to 


THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 

WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 











let an experience like this go for 
naught? This is a fact; this thing ac- 
tually happened last year. Do you mean 
to say that you can’t use that fact in 
your business in such a way as to con- 
vince a whole lot of men that they ought 
to buy monthly income protection? Do 
you want any better object lesson than 
this? 

Now, we assert that a man who knows 
of such a case as this and doesn’t use 
it every day in his business is falling 
way short of his duty—he’s dreadfully 
short sighted—he’s dead slow. 


No business man has a right to make 
a venture in which the chances are ten 
to one against him. Few business men 
would take a chance like that if they 
knew what they were doing—a man is 
not justified in bucking against an al- 
most dead certainty, and the chances 
are at least ten to one that the proceeds 
of an old-fashioned life insurance pol- 
icy will not be invested in such way, or 
kept invested in such way as to remain 
intact and produce a fixed income per- 
manently after the death of the in- 
sured. Experience has proven that to 
be the case, but this we all know posi- 
tively, that the principal of a monthly 
income policy cannot be dissipated— 
cannot be loaned—cannot be stolen. 


Settling an estate often involves de- 
lay and more or less cost. And not all 
executors are competent or responsible. 
Life insurance offers the simple, direct 
and efficient way to provide a certain 
income for your beneficiary—The Pru- 
dential. 





FOUNDED 1865 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends 





The “Home Life”’ 


The fifty-sixth annual state- 
ment of the Home Life 
Insurance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 


Assets increased _ to 
$32,029,439.71 after paying to 
policy-holders $3,447,381 in- 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agts. 
256 Broadway, New York, N. Y. 








Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











The 


Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most to date clauses 
known to the Insurance id. 
The Accident and Health gives ful! 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL _ TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 











OOD work is recognized by this 
Company. Men with their 
future before them should listen. If 
you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life an 
Trust Co. 


Home Office, Pittsburgh, Pa. 


Ww. C. BALDWIN 
President 


HOWARD S. SUTPHEN 
Vice-President & Manager of Agencies 








W.D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 

Inc. 1851 

New policies with modern provisions 
W.S. Weld, Supt. of Agencies 


Attractive literature 
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MAY LEAD THE ENTIRE FIELD 


JOHN HANCOCK MUTUAL RACE 





Leo A. Spillane, of Boston Agency of 
Company, Making Rapid Progress 
in Contest 





Leo A. Spillane of Boston, Mass., 
representative of the John Hancock 
Mutual Life, has made an unusual re- 
ecrd in ordinary production. For the 
first six months of this year he has 
more ordinary business to his credit 
than the 1915 leader of the industrial 
cepartment had for the entire year in 
ordinary production. Last year Mr. 
Spillane ranked 19th in standing among 
the Company’s agents for the entire 
country. At the present time he has 
about $25,000 more than for the whole 
cf last year. Mr. Spillane’s brother, 
George H. Spillane, is a superintend- 
ent for the John Hancock Mutual Life 
at Lowell, Mass. 

Mr. Spillane is now leading by a com- 
fcrtable margin in production of new 
business and has already eclipsed all 
previous records of the agency. He is a 
member of the Revere staff, this district 
being in charge of William Dove as 
superintendent. 





“COUNCIL OF TEN” MEET 





Maine General Agency of Equitable 
Under Franklin H. Hazleton Holds 
Annual Meeting 





Franklin H. Hazleton, of Portland, 
Maine, general agent for the Equitable 
Life Asssurance Society, sent out invi- 
tations for the informal reception and 
musicale in connection with the six- 
teenth “Council of Ten” convention 
which was held Tuesday at the Log 
Cabin, “Hazel Den,” Old Orchard. A 
large gathering of Maine representa- 
tives of the Equitable Life were pres- 
ent. For years past it has been the 
custom of this agency to hold a con- 
vention during the month of August, 
under the auspices of the Maine Agency 
olganization known as the “Coucil of 
Ten.” 

This convention is a gathering of 
Equitable insurance men and women 
from all over the State. There were 
business sessions in the forenoon and 
afternoon of the day of the convention. 
Before and after the business meetings 
which were most helpful to those en- 
gaged in the work, there was time for 
mingling together socially, getting ac- 
quainted with each other, auto rides, 
walks on Old Orchard Beach, bathing, 
bowling, and a good time generally. 
These meetings of the “Council of Ten” 
are one of the most important features 
of the Maine Agency. 








ONE MAN’S UNUSUAL RECORD 

P. M. Dill, of Indianapolis, in his 
work for the New England Mutual Life 
has made a record that has some very 
unusual features. He has worked in 
the Indiana field all his life and in 
the past eight years that he has been 
with the general agency of William L. 
Horne, he has had only five not-taken 
policies. Only twelve of his applica- 
tions have been declined. He has not 
failed to do some business every month 
since he began and his name appears 
on the list of leading agents repeatedly. 





READ ~~ 
THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 
PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 





LEO A. SPILLANE 





BANKERS’ LIFE CONVENTION 





Club Visits Niagara Falls, Thousand 
Islands, Lake Champlain and 
New York 





More than 200 members and guests 
of the $100,000 club of the Bankers 
Life of Des Moines attended the an- 
nual convention at the Thousand 
Islands this week. The program of 
the club included a trip to Niagara 
Falls from whence the party went to 
Niagara-on-the-Lake, taking a steamer 
there for Toronto. After a stay of one 
day at Toronto, they went to the Thou- 
sand Islands where they were occupied 
in convention for three days, Saturday, 
Sunday and Monday, after which they 
came to New York City by way of 
Montreal and Lake Champlain, return- 
ing up the Hudson by steamer and tak- 
ing a train at Albany for the west. 


GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 





THE 
METROPOLITAN LIFE 





| 














Metropolitan Life Insurance Company 
Home Office Building 


Insurance Company 


(Incorporated by the State of New York) 


~~ Of the People 
The Company By the People 
itiiedsinieaiaies - For the People 


The Daily Average of the Company's 
Business during 1915 was: 


639 per day in Number of Claims Paid. 
9,175 per day in Number of Policies 
Issued and Revived. 


$1,956,438 per day in New Insurance 
Issued, Increased and Revived. 


$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$146,602.49 per day in 
Assets 


Increase of 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 


Southern Life 


Insurance 


Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 


ABSEES .ncccccccccccccccccscccecccs 


Liabilities ..cccocceccescoccocccces ee eee ne ee ee 
Capital and Surplus...........++ 
Insurance in Force.........+++ seeececceseecs 
Payments to Policyholders since Organization.................0+. 
Is Paying its Policyholders over........... 


CO ree eeeeereeeeeeeeereees 


$nesadsngaecequssannpeaues $ 12,629,857.65 


10,818,731.99 
1,811,125.66 
104,822,701.00 
16,811,250.99 


Ocevcedevesssoecevesecece $ 1,350,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 







E INSURANCE COM 
OF BOSTON MASSACHUSETTS 














Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 


parable benefits of the ‘‘oldest company in America 


9? 


mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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THE EASTERN 
UNDERWRITER 


This newspuper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 

Subscription Price $3.00 a year. 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary, 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 


Single 








A VICIOUS MONOPOLY 

In view of the efforts in Ohio and 
some other quarters to establish mono- 
polistic State insurance in conjunction 
with workmen’s compensation laws, an 
editorial under the above caption in a 
recent issue of “The Labor World,” of 
Pittsburgh, is significant and import- 
ant. This publication, which the 
voice of organized labor in one of its 
strongholds does not believe that mono- 
pelistic State insurance is in the best 
irnierests of wage workers. It says: 

We cannot avoid the conviction 
that every wage worker who can under- 
stand anything will easily see, that it 
is to his advantage that there be no 
State monopoly in the casualty insur- 
ance business in Pennsylvania. 

Citing the recent investigation into 
the whole question of workmen’s com- 
pensation laws and their operation 
which was conducted in Kentucky, “The 
Labor World” quotes Frederick W. 
Mansfield, counsel for the American 
Federation of Labor, who when testify- 
ing, said: 

From my acquaintance with the en- 
tire subject I am satisfied that the 
present system of competitive insur- 
ance in which liability companies are 
permitted to engage, is the best possible 
insurance and I am very strongly of 
tke opinion that anything in the nature 
of State insurance is opposed to the in- 
terests of organized labor and against 
the better interests of the working 
Classes generally. 

“The Labor World” 
this statement: 

As we have stated and as we most 
earnestly believe, solid and honest 
private stock insurance companies are 
the most efficient and have proved 
themselves the readiest in paying the 
compensation when accidents have 
occurred. 

It is a great satisfaction to have 
these statements come from such an 
unbiased source as a labor organ. The 
casualty insurance companies have been 
demonstrating the facts ever since the 
first efforts were made to introduce 
monopolistic State insurance. But the 
facts made no impression on organized 
politics, because the creation of a new 
department under the State govern- 
ment, with its enormous amount of 
putronage, was one of the prime con- 
siderations with the chief sponsors of 
the monopolistic legislation. 


is 


concludes with 





E. W. Finn, of the Scranton, Pa., 
office of The Prudential, has qualified 
for the $100,000 Club again this year, 
but two months earlier than previously. 


THE JERSEY CITY DISASTER AND 
INSURANCE RATES 





The following editorial appeared in 
the Elizabeth (N. J.) Journal on Au- 
gust 16: 

Only a short few months ago certain 
politicians of Jersey City were demand- 
ing that the fire insurance rates of that 
community be reduced. They were 
very active in stirring the public to de- 
mand that the Ramsay Anti-Discrimi- 
nation law be repealed and the old 
conditions of competition and bucca- 
neering be restored. It was common 
talk among them that Jersey City was 
so well safeguarded that it was en- 
tirely able to stand on its own reputa- 
tion and have its rates comply with its 
fire loss experience. 

The unforeseen, however, has hap- 
pened. It always happens in fire loss 
and insurance experience. The ammu- 
nition explosion came to that munici- 
pality without warning. The confla- 
gration that followed it wiped out much 
valuable property. The insurance con- 
cerns contracting to indemnify Jersey 
City property are now confronted with 
a bill safely estimated to require the 
payment of $15,000,000 out of their 
earnings of the years. 

What does the Jersey City disaster 
mean to the involved insurance con- 
cerns? Considering that it would be 
possible for them to realize a profit of 
5 per cent., which has not been possi- 
ble in the past, on the business done in 
the entire State of New Jersey, it is 
conservatively estimated that it will re- 
quire thirty years for them to make up 
for the loss incurred in a disaster in 
Jersey City that was ended in a few 
hours. In other words, the insurance 
cumpanies will be obliged to sacrifice 
the profits of more than a quarter of a 
century in this State to make up for 


one loss. Such is the gamble of in- 
surance. 
How would Jersey City have fared 


were it doing business and bidding for 
rates on its own independent fire loss 
reputation? The annual profits of the 
concerns doing business in Jersey City 
have not reached $40,000. It is easy to 
comprehend how long, at _ present 
rates, it would require the companies 
dvuing business in Jersey City. even 
theugh not another fire occurred in 
that city, to get back the amount they 
have lost by contracting to indemnify 
against losses in that community. In 
other words, the property of the resi- 
dents of Jersey City, providing that it 
were rated independently according to 
experience, as the political experts de- 
mended, would be obliged to carry 
prohibitive premium rates. The valu- 
ation of the property of that city would 
be taxed enormously to provide insur- 
ance protection. 

The lesson taught by the Jersey City 
experience is this: The fire loss expe- 
rience of a single community, locality, 
even of a State, cannot be used as a 
basis on which to reckon insurance 
rates. It alo teaches that it would be 
suicidal for companies to fix rates to 
give insurance at cost. Unless they 
were fortified against such experiences 
by a reserve fund they would be put 
out of business. Insurance rates and 
profits must be fundamentally based 
upon the law of average, the fire loss 
experience of the entire country. Nor 
can a property or a community be 
favored unless some other property or 
locality is done injustice. The pre- 
mium money collected in New Jersey 
helped pay for the San Francisco dis- 
aster. California will be called upon 
to pay for the Jersey City disaster. 


NATIONAL BOARD PROCEEDINGS 

The report of the proceedings of the 
50th anniversary meeting of the Nation- 
al Board of Fire Underwriters has just 
come from the press. The printed re- 
pert contains a vast amount of valu- 
able material, charts and fire insurance 
statistics. 











The Human Side of Insurance 



































C. M. CAMPBELL 


C. M. Campbell, manager of the In- 
land Marine Department of the Insur- 
ance Company of North America, of 
Philadelphia, is an example of the 
young man going somewhere in busi- 
ness and getting there. Mr. Campbell 
is 28 years of age and became associ- 
ated with the Insurance Company of 
North America in its New Business 
Department about twelve years ago, 
going from there into the Automobile 
Department. At the present time he 
has complete charge of the automobile 
business at the home office. Five 
years ago he became associated with 
the General Marine Department, which 
supervises the export and import busi- 
ness insurance. Two years ago the 
Company separated the Inland Marine 
Department from the General Marine 
Department, placing Mr. Campbell in 
complete charge of this branch, with 
supervision over Automobile, Parcel 
Post, Tourist Baggage, Merchandise 
Fioater, and Coastwise business. Mr. 
Campbell is a convincing advertising 
writer, being responsible for not a 
small number of the Company’s strik- 
ing and interesting displays. 

He a * 


Dr. Le Roy Vail, medical examiner 
for the accident-health department of 
the New York office of the Travelers, 
has been taken down with infantile 
paralysis. Dr. Vail was at the home 
office of the Travelers last week when 
he complained of feeling ill. It was his 
stomach only that troubled him and 
he did not think it serious. Upon 
reaching his home at Flushing, L. I., 
however, he felt much worse and called 
in another doctor who diagnosed his 
ailment as infantile paralysis. At the 
New York office of the Travelers on 
Wednesday, it was reported that Dr. 
Vail was improving and that only his 
right arm had been affected. 


*- * *& 


Paul O. Curtis, son of Albert H. 
Curtis, general agent for the New 
England Mutual Life at Boston, has 
made a remarkable record for a new 
man in the field. He was graduated 
from Brown University in June, 1915, 
and began work in his father’s agency 
August 1 following. Since then he has 
been on the Company’s list of leading 
agents every month of the twelve. 


Ray W. Edgington, one of the $100,- 
000 producers of the Seattle agency, of 
the Mutual Life of New York, delights 
to tell of a canvassing trip which he 
made in the fall of 1914 along the 
coast of the extreme northwestern cor- 
rer of the United States—a territory 
probably never before penetrated by 
an insurance man. Leaving Moclipo, 
Washington, he walked nine miles 


aiong a forest foot-path to the Tahola 
I1:dian Reservation, fifteen miles fur- 
ther to Raft River, three miles to 
Queets River, seventeen miles to Hoh 
River, and thence twenty-six miles in- 
lard to a settlement known as Forks. 
Tke return trip required ten days’ 
walking, covered 140 miles, and result- 
ed in two $1,000 policies—one on the 
owner of a small sawmill; the other 
on a Mr. Fletcher who has “home- 
steaded” at the mouth of the Hoh 
Kiver for the past twenty-six years. 
One of the applications was secured on 
August 15, but it was late in Novem- 
ber before the prospect could get to the 
nearest physician for an examination. 
Mr. Edgington believes that there is 
need for insurance even in the wilder- 
ness, and plans to make the same trip 
again this year. 
* ok * 


John R. Butler and Harry Rosenberg, 
the group life insurance team at the 
76 William street, New York, office of 
the Travelers Insurance Company, all 
history notwithstanding, form a very 
happy combination. No wonder the 
everlasting smile gracing the counte- 
nance of Earles F. Holmes, manager of 
the Life Department of the Travelers 
in New York City, works overtime 
when Butler and Rosenberg enter his 
office either singly or in group, for 
when they put their cards on the table 
they tell the story of the completion of 
a contract for life insurance in 
amounts ranging anywhere from $100,- 
000 up to $10,000,000. Butler blazes 
tLe trail‘and Rosenberg pleads guilty 
to following closely in the footsteps, 
as far as modes of procedure go, of his 
able predecessor. Asked how he 
worked the other day by a representa- 
tive of The Eastern Underwriter, 
Harry Rosenberg said: “I just start 
out. Don’t know what I am going to 
do, or just how I am going to do it. 
i monkey around a little, pretty soon 
I have a binding check and it is all 
over.” Then he told a couple of good, 
Hebrew stories, entered his subscrip- 
tion to The Eastern Underwriter, and 
piomised to tell our - representative 
more next time. 

oe * *” 


Edwin S. Wells, father of Dr. Wells, 
medical director of the Equitable Life 
Assurance Society, who recently died 
at the age of eighty-eight, was the 
oldest living policyholder of the New 
England Mutual Life. In 1828 when 
he was 24 years old he took out a 
policy for $2,000 which he carried for 
sixty-five years. For more than sixty 
years Mr. Wells was an active ruling 
elder in a Presbytery. Last May the 
General Assembly of the Presbyterian 
Church beautifully recognized his im- 
portant work. “The Continent” of 
Chicage also paid him a fine tribute, 
following the Assembly’s graceful act. 
During the entire life of the National 
Temperance Society, Mr. Wells had 
been a vice-president. In the “National 
Advocate” of October, 1915, a cordial 
tribute was paid their officer and his 
portrait was published. 


* * * 
Alfred H. Crossman, of Newton 
Center, Mass., was graduated from 
Bowdoin College in June. He started 


work in the Boston agency of the New 
England Mutual Life under General 
Agent Albert H. Curtis and in his first 
month closed six applications. 
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Fire Insurance Department 





CAROTHERS MAKES CHANGE 


JOINS DETROIT F. & M. STAFF 








Appointed Special Agent Covering New 
York and Pennsylvania With 
Headquarters at Syracuse 





The Detroit Fire & Marine Insurance 
Company of Detroit, Mich., announces 
the appointment of J. E. Carothers, who 
has been connected with Underwriters 
Association of New York State for the 
past three years, as special agent for 
that Company covering New York and 
Pennsylvania. 

Mr. Carothers is the son of J. M. 
Carothers, the veteran and able State 
agent of the Phoenix, of Hartford, for 
New York ptate. He has had a most 
valuable training for the responsibilities 
placed upon him in his new position 
and it goes without saying that he will 
make good. He is deservedly popular 
with the members of the Underwriters 
Association of New ‘York State, and 
earries with him their hearty wishes for 
success. He will make his headquar- 
ters with his father at Syracuse, N. Y. 





CO-OPERATION OF INTERESTS 





Scovel, Jones and Commissioner Mer- 
rill, to Discuss Closer Relations of 
Different Branches 





The subject of co-operation among 
insurance people will be discussed at 
the meeting of the National Association 
of Insurance Agents, the participants be- 
ing Charles W. Scovel, ex-president of 
the National Association of Life Un- 
derwriters; F. Robertson Jones, secre- 
tary Workmen’s Compensation Bureau; 
Robert J. Merrill, Concord, N. H., In- 
surance Commissioner of New Hamp- 
shire, representing the National Con- 
vention of Insurance Commissioners. 

Vice-President Cowles’ Address 

The subject selected by Walter G. 
Cowles, vice-president of the Travelers, 
for his address to the local fire, casu- 
alty and surety agents at Boston will 
attract attention. It is, “Is it feasible 
for stock companies to meet the com- 
petition of mutuals and state funds 
(1) by lowering the rate and (2) by 
lowering the commissions?” 





INSURANCE COMMISSIONERS’ 
CONVENTION 

The program for the annual meeting 
of the National Convention of Insurance 
Commissioners appears on page 6 of 
this issue. There are many matters of 
iniportance to fire insurance men sched- 
uled for discussion. 





SIX MONTHS’ LOSSES GREATER 

Fire losses reported to the New 
York Board were 30 per cent. greater 
for the first six months for 1916 than 
they were for the same period of 1915. 
This, notwithstanding the fact that 
the number of fires reported were con- 
siderably less. 





WANTED 
POSITION 


Young man (33), with seven- 
teen years’ fire insurance ex- 
perience, nine years conducting 
an agency near New York, 
wants position with Home Of- 
fice of a company or agency, or 
will buy part interest in well- 
established agency. 


Address “LOCAL AGENCY” 


The Eastern Underwriter, 
105 William Street, New York 











NEWARK FIRE TO WITHDRAW 





Home Takes Over Business of Georgia 
and Louisiana—Don’t Affect Other 
Southern Business 





Because of the high cost of the com- 
paratively small business that the New- 
ark Fire had in Georgia and Louisiana 
and further because the Company does 
not wish to extend its plant or business 


in that territory under the existing con- 
ditions the outstanding liability of the 
Ccmpany in those two States has been 
re-insured with the Home of New York. 

In its announcement the Company 
says: 

“We have entered into an agreement 
with the Home Insurance Company, of 
New York, for the re-insurance of our 
outstanding liability in the States of 
Georgia and Louisiana. This action has 
seemed advisable to us, due to the 
high cost of our comparatively small 
business, together with the fact that 
under existing conditions we do not 
care to increase our plant or business. 

“It is our desire to turn over to the 
Home Insurance Company, or one of its 
subsidiary companies, our present plant 
in these States. The Home will address 
ycu on this subject and as promptly as 
possible their representative will cail 
upon you to make mutually satisfactory 
arrangements. Pending such arrange- 
ments, you are authorized to continue 
the representation of the Newark Fire, 
issuing renewals and writing such de- 
sirable new business which you may 
have to offer. 

“Please close all outstanding matters 
that may be held under binder by is- 
suance of policies and upon completion 
of arrangements you may take with the 
Home Insurance Company, return to 
this office, at our expense, all unused 
policies, together with your Commis- 
sion of Authority and in due course 
render your final account. 

“We thank you for your loyal support 
and only regret that conditions seem to 
make expedient the severance of our 
pleasant relations. In taking this action 
we have endeavored to protect your 
irterests as far as possible.” 





LEHIGH CHARGED WITH LAXITY 





Responsibility for Black Tom Explosion 
Placed on Railroad and Storage 
Warehouse 





A verdict by a coroner’s jury in Jer- 
sey City places the blame for the Black 
Tom Island Explosion on the Lehigh 
Valley Railroad. The written verdict 
says: 

“We censure the Lehigh Valley Rail- 
road, as the lessees and the National 
Storage Company, as the lessor, for 
their grave lack of: fire precautions 
when such dangerous commodities as 
dynamite, powder and loaded shells are 
held awaiting shipment in such close 
proximity to the dwelling places of 
millions of human beings.” 

Ten minutes after the alarm was 
turned in, cars were burning on both 
sides of the railroad according to tes- 
timony given at the inquest by Battalion 
Chief Gateley of the Jersey City fire de- 
partment. He testified that he had or- 
dered hose attached to the railroad 
standpipes but got no water. He said 
he asked Superintendent Albert Dick- 
scn, of the Lehigh Valley, what the mat- 
ter was and that Dickson replied he 
did not know. 

One of the Lehigh Valley watchmen 
testified that there were seven hose 
carts on the peninsula but only four 
watchmen to man them, and that they 
relied on men from boats nearby to 
help them. This same watchman said 
that he thought there were thirty-five 
loaded cars loaded with explosives on 











FIRE AND MARINE 
INSURANCE—ALL LINES 








The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° ‘ 
Assets . " j 
Liabilities (Except Capital) 
Surplus to Policyholders . 


Statement January 1, 1916 





. -  $1,000,000.00 | 
‘ 2,377,857.39 

‘ ‘ 467,413.45 | 
; 1,910,443.94 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 























the pier. Most of the witnesses agreed 
that the fire started in the freight cars 
and not in one of the boats. 

As has been previously stated by The 
Eastern Underwriter, action by the fire 
companies in adjusting the loss has 
been deferred pending the results of 
the investigations fixing the responsi- 
bility for the explosion and in this con- 
nection is noted elsewhere in this issue 
the action of the National Board of Fire 
Underwriters in petitioning the Inter- 
state Commerce Commission for a Fed- 
eral investigation into the cause of the 
explosion. 





Ogdensburg, N. Y., was inspected by 
engineers of the National Board last 
week. The inspection was made at the 
request of the Mayor of Ogdensburg, 
who claimed that the corrections in the 
city’s fire fighting equipment which had 
been recommended at the last inspec- 
tion had been carried out. 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 
78,171.37 


WAR RISK BUREAU’S BUSINESS 





Premium’s Total $2,950,377—Losse;s 
Amount to $771,329—Has at Risk 
$11,675,320 





Secretary McAdoo announced that the 
Bureau of War Risk Insurance had is- 
sued 1,570 policies from Sept. 2, 1914, 
the date of the establishment of the 
bureau, to Aug. 23, 1916. These policies 
cover $141,415,302 insurance on Ameri 
can cargoes and ships carrying non- 
ecntraband goods. 

The gross premiums amounted to $2- 
950,377.95, the known losses, $771,329.57, 
of which $58,811.42 has been recove ed 
in salvage. This reduces the net losses 
to $712,518.15 and gives a total of 
$1,237,859.80 net premiums in hand. 

The bureau has been operated with a 
small force, its total expenses to dat 
being only $84,323.47. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


Surplus 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED ;MANAGEMENT 











12 


THE EASTERN 


UNDERWRITER 





August 25, 1916. 





Varied Practice In 
Writing “Floaters’ 


(Continued from page 1) 


States in which each plant is located 
and also to be in accordance with the 
rules and regulations of the local boards 
and rating organizations. The underly- 
ing policies are endorsed according to 
the statement of values reported month- 
lv by the assured. The amount shown 
on the assured’s first statement of val- 
ues is used as a guide as to when the 
premiums are figured pro rata and 
when the short rate is used, should the 
aggregate amount be an increase over 
the aggregate amount shown in the as- 
sured’s first statement of values the ad- 
ditional premium for the balance of the 
term of the contract is figured pro rata 
—but when the aggregate amount falls 
below that shown in the first statement 
the return premium for the unexpired 
portion of the contract is figured short 
rate in that proportion. This rule ap- 
plies separately to each specific loca- 
tion. There is only one rating organi- 
zation—the New York Fire Insurance 
Fxhange—where the amount of a pol- 
icy cannot be increased pro rata to 
expiration. 

A memorandum sheet is made for 
each one of the underlying policies and 
the monthly reports are kept posted to 
date thus showing a monthly record 
of amounts in force on each risk. 


Why a Form May Be “Questionable” 

There are floater forms being used, 
particularly by some brokers, that are 
regarded as involving all kinds of pos- 
sibilities of evasion, not to say rate 
cutting. These forms are subject to 
criticism chiefly for what they fail to 
provide. There is no stipulation about 
the issuance of underlying policies or 
the property at different points being 
written in conformity with the laws of 
the different States. The premium re- 
porting clause in some of these forms 
has infinite possibilities although there 
is room for a difference of opinion as 
to whether it is good or bad, according 
to the use that is made of it. 
Additional Insurance at Pro Rata Rates 

One important point is the granting 
of additional insurance at pro rata 
rates. With this form only a provision- 
al premium is paid. The actual pre- 
mium is determined at the expiration 
of the insurance, on the basis of a per- 
centage of the average amount at risk 
as shown by the assured’s monthly re- 
ports. If the premium thus arrived at 
falls below or rises above the amount 
of the provisional premium paid, it is 
adjusted pro rata. This was the point 
that was at issue in Michigan, where 
the insurance commissioner prohibited 
such practice on the grounds that it 
amounted to discrimination some as- 
sured being charged short rates and 
other pro rata. 

Some Rumored Practices 

As indicating the condition obtaining 
in connection with writing this class of 
contracts it is reported that one large 
company has accepted a general cover- 
age contract where the original policy 
to the assured was issued at an initial 


premium of 20 per cent. less than tariff. 
Another bit of gossip carries with it an 


inference that a large fire insurance 
company has issued through its ma- 


rine department, sweat shop floaters in 
New York Exchange territory at a rate 
of 2% per cent. with an additional 
charge of 25 cts. to cover marine and 
transportation risk, which item was 
later cancelled with full return. 


A So-called “Vicious” Floater 

Below is given complete a form used 
by a brokerage office and containing 
some of the features—or the lack of 
them—that are likely to receive the at 
tention of the investigating commis- 
sioners. 

This policy insures 
as now or may be hereafter constituted, 
for account of whom it may concern, 
as interest may appear, loss, if any, to 
be adjusted with and payable to 
Owe ee ote , in New York City funds. 
on any and all property of 
every description, including improve- 
ments and betterments to buildings and 
premises, and on all property men- 
tioned in lines 39, 40 and 41 of the 
State of New York standard fire insur- 
ance policy (but excluding property 
mentioned in line 38), belonging to the 
assured, or held in trust or on commis- 
sion, or on consignment, or on joint 
account with others, or sold but not de- 
livered or removed or held on storage 
or for repairs, or the property of others 
for which the assured may be liable in 
the event of loss or damage by fire, all 
situate and/or contained within the 
limits of the United States of America. 

It is understood and agreed between 
the assured and the insurers hereunder, 
that this policy is subject to the follow- 
ing conditions: 

Property for which common carriers 
are liable and/or which may be insured 
under marine or transportation policies 
effected by the assured, including the 
risk of fire while within the above lim 
its, shall be covered hereunder only 
from the time that such common Car- 
riers’ liability and/or marine and/or 
transportation insurance ceases to at- 
tach and/or until such common carriers’ 
liability and/or marine and/or trans- 
portation insurance shall commence to 
attach. 

The insurers agree to accept and con- 
sider the assured, in the event of loss 
or damage, in the position of sole and 
unconditional owner of the improve- 
ments and betterments to buildings and 
premises insured under this policy, ir- 
respective of any contract or lease as- 
sured may have made to the contrary 
notwithstanding. 

The limit of liability of the ‘insurers 
hereunder shall not exceed the sum of 
- re in any one’ fire. 

The cost of excavations and founda- 
tions of buildings and machinery be- 
low the level of the ground is not cov- 
ered hereunder. 

If any violation of the terms and con- 
ditions of this policy occurs to vitiate 
this insurance, and the condition which 
has occasioned such violation has 
ceased or been removed, then this in- 
surance shall immediately be consid- 
ered as being in full force and effect, 
and further, it shall not be held to vi- 


tiate this entire policy, but that part 
of the insurance only applying to the 
particular building in which the said 
violation occurred. 

The act or neglect of any person or 
persons other than the assured in or on 
any of the premises containing the 
property insured hereunder shall not 
invalidate this insurance. 


If the assured is not the sole and 
unconditional owner or owners of prop- 
erty insured hereunder, and/or if it is 
located on leased ground, and/or if it 
be or become encumbered by a mort- 
gage and/or if contracts of sale be exe- 
cuted and delivered, or if foreclosure 
proceedings be commenced, this insur- 
ance shall not be prejudiced thereby. 


Contributes After Specific Insurance 

In the event of loss or damage to 
property insured under this policy this 
insurance shall be known as “floating”’ 
insurance, and shall not contribute to 
any loss until all “specific” insurance 
or insurances covering at the point ot 
such loss or damage existing in the 
name of the assured at the time such 
loss or damage shall have been exhaust- 
ed, it being specifically understood and 
agreed that the insurers under this pol 
icy are to reimburse the assured to the 
extent of the differences between the 
amount collectable from such “specific” 
insurance or insurances, and the amount 
ot the actual loss sustained by the as- 
sured, not exceeding the limit of lia- 
bility in any one fire as specified above. 

Privileged to work later than 10 
o'clock, P. M., to make alterations, re- 
pairs and additions, to remove and re- 
build existing buildings, structures and/ 
or machinery, to build new buildings, 
sheds, platforms; to make repairs, and 
structures and/or machinery, additions, 
this policy to cover labor, materials and 
supplies in connection therewith; for 
present and other occupations and com. 
munications; to cease operations as oc- 
casion may require; to do such, work 
and to use such materials as are usual 
in the business of people controlling 
premises where the above property is 
located; to generate and use illuminat- 
ing and other gases and/or kerosene 
oil and/or electricity for lighting, heat- 
ing, cooking and other purposes, for 
other insurance; to do such work and 
to keep on hand such materials, sup- 
plies and stock in trade as the assured 
considers necessary for their business, 
anything in the body of this policy to 
the contrary notwithstanding; and for 
premises to become unoccupied or va- 
cant as occasion may require. 

“The assured shall report value of 
property insured hereunder on which 
mortgages exist and loss or damage, if 
any, on said property shall be payable 
eee ee for account of such 
mortgagees and/or trustees as their in- 
terest may appear.” 

Premium Reporting Provision 

Average Clause.—The assured shall 
keep a record of the approximate value 
at risk hereunder on the last day of 
each month during the continuance of 
this insurance, and after deducting 
amount of any specific or specific prior 
insurance or insurances in force on 
date of said report shall duly report 


CONDITIONS AND PRACTICES IN WRITING FLOATER POLICIES 


| eres New York City, 
who shall report same to the insurers 
hereunder, and further upon the ter 


mination of this insurance the amount 
at risk during the term of this insur- 
ance shall be averaged according to the 
value as shown in such statements. The 
amount and premium at which this in- 
surance is issued is only provisional; 
the actual premium is to be determined 
at the expiration of this insurance on 
the basis of ninety per cent. of the 
average amount at risk as shown by 
assured’s monthly reports; the premium 
to be figured at the rate at which this 
policy is issued, and if premium so ar- 
rived at falls below provisional premium 
paid on this insurance, a return premi- 
um shall be paid by the insurers here 
under equal to the amount of premium 
paid in excess of premium so arrived at, 


but if said premium so arrived at be 
in excess of provisional premium paid 
on this insurance, an additional pre. 


mium shall be paid by the assured here- 
under on such excess amount. It is 
further understood and agreed that in 
reporting values as above provided, the 
maximum amount which the assured 
shall declare in any one fire shall not 
exceed the limit of liability of the in- 
surers in any one fire as expressed 
above. 


Here is a Good Form 

In contrast to the foregoing, the fol- 
lowing form, issued by one of the lead- 
ing companies, may be cited as a gen- 
erally accepted good form. 

In consideration of one dollar ($1) 
and further considerations the........ 
gincerenie. cd Insurance Company, under the 
terms, conditions and stipulations here 
inafter mentioned does insure - , 
. for the term of one year 
from the day of ae 
at noon, to the » 8, See eee 
19.., at noon, against all direct loss or 
damage by fire, to an amount not ex- 
ceeding per cent. (...%) of the 
value of the property as shown by the 
statements of values rendered by the 
assured as herein provided to the fol 
lowing déscribed property while located 
and contained as follows and not else- 
where, to wit: 

On merchandise, (com- 
mission form) at any place or 
places throughout the United States of 
America, excluding the City of Greater 
New York, N. Y., as reported to and 
specifically described in a list furnishe.u 
by the insured on the date of the sign- 
ing of this contract, filed in the offices 
of the companies participating in this 
insurance, and forming a part of this 
contract. 

It is the intent of this contract to pro- 
tect the interest of the assured to the 
extent as herein provided, upon prop- 
erty as above described, in the build- 
ings and on the premises specifically 
described in the list referred to in the 
preceding paragraph, pending the issue 
of policies by duly authorized and com- 
missioned resident agent of the compa- 
nies participating in this insurance, ac- 
cording to the following terms, condi 
tions and limitations. 

It is understood and agreed that no 
claim for loss in any one location shali 











C! — = oe 
HENRY J. HOUGE’ B.M. CULVER 
Assistant Secretaries 





STRENGTH INTEGRITY SERVICE 







A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and. Practices 


JAMFS H. PREWSTER, Manage 
Hartford, Conn. 











INCORPORATED 1794 
Nem COMPANYS 





Chex=> 


STATE OF PENNSYLVANIA, 


308 & 310 WALNUT ST., PHILADELPHIA, PA. 
CASH CAPITAL, $1,000,000.00 


LIABILITIES, $2,585,923.98 
SURPLUS TO POLICY 


AGENTS WANTED WHERE NOT REPRESENTED 





ASSETS, $4,012,344.68 
HOLDERS, $1,426,420.70 
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This contract is issued under a spe- 
cial agreement with the assured, who 
covenants and agrees to keep a set of 
books showing a complete record of the 
value of the merchandise as above de- 
scribed, and on the day of the signing 
of this contract, to furnish the compa- 
nies participating in this insurance with 
a statement showing the value on that 
date of the merchandise above de- 
scribed, and the amount of any other 
or additional fire insurance covering 
the property, contained in the buildings 
and on the premises enumerated in the 
list filed as previously provided. 


Underlying Policies Required 


Upon receipt of such data policies are 
to be issued at the various agencies of 
the companies participating in this in- 
surance, in conformity with the laws of 
the respective States, and the policies 
are to be filed in the offices of the in- 
surance companies as a part of this 
contract. Premium shown by the poli- 
cies so issued shall constitute a further 
consideration under this contract. 

i Ge .ccacaas day of each month 
following the date of the commence- 
ment of the term of this contract, the 
insured agrees to furnish the companies 
participating in this insurance, with a 
statement showing the value on that 
day of the merchandise above described 
and the amount of any other or addi- 
tional fire insurance, covering the with- 
in described property, contained in each 
one of the locations enumerated in the 
list filed as above provided. ; 

At such stated periods any new loca 
tions may be added to the list, and this 
contract shall include and attach at 
these points in the same manner as at 
the locations previously enumerated. 

Upon: receipt of such advices the 
amount, of insurance under this con- 
tract shall be increased or reduced’ to 
an amount equal to the value of the 
merchandise on that day after deduct- 
ing all other fire insurance as shown 
by such statements, and policies are to 
be issued as previously provided, or 
endorsed to such amounts as are shown 
by the statements to be the amount of 
insurance under this contract, at each 
location enumerated in the list of loca- 
tions filed by the assured as called for 
under the terms and conditions of this 
contract. 

According to Local Regulations 

Such changes are to be made in ac- 
cordance with the rules and regulations 
locally applying. 

It is understood and agreed that 
should any of the within described prop- 
erty at the locations contained in the 
list as previously provided be damaged 
or destroyed by fire between the dates 
provided for the reporting of values by 
the assured, this Company agrees that 
this contract shall attach to the extent 
of not exceeding per 
cent. (...%) of the value of the prop- 
erty at each location as shown by the 
books of the assured at the time of the 
fire, after deducting all other fire insur- 
ance covering the property, but is fur- 
ther understood and agreed that no 





made hereunder for any greater sum 
than per cent (...%) of 
the limit of liability noted herein. 

If during the term of this contract 
the assured shall acquire any property 
as described above, not already includ- 
ed in the list of locations filed with the 
companies at the date of the commence- 
ment of the term of this contract, as 
herein provided, this contract shall au- 
tomatically apply and cover at such 
point or points to an amount not ex- 
ceeding per cent. (...%) 
of Goliats: (3 .0...060% ) 
in any one building, until the new lo- 
cation or locations are reported in the 
monthly list of values, to be rendered 
by the insured as herein stipulated. It 
is understood and agreed, however, that 
the above does not apply to any loca- 
tion or locations in the City of Greater 
New York, N. Y.. which is excluded from 
all coverage under this contract. 

Provided that at the date of the ren- 
dering of the last preceding monthly 
statement of values by the assured, he 
or they had no interest in or responsi- 
bility for such property, and that at the 
time such automatic cover was assumed 
as above, the property had not been 
affected or threatened by fire. 


This insurance to be subject to the 
printed conditions of the forms of poli- 
cies issued by agents of the companies 
participating in this insurance as here- 
in provided, the New York standard 
form of policy in such States where this 
ferm is prescribed for use or required 
by law, and the standard form of pol- 
icy required by law in States where 
this form is not permitted. 

It is understood and agreed that the 
word “noon” as used in this contract 
is intended to mean “noon” standard 
time, at the place where the property 
which is the subject of this insurance 
is situated. 


Reduced Rate Contribution Clause 


In consideration of the reduced rate 
and/or form under which this contract 
is issued, it is expressly stipulated and 
made a condition of this contract that 
in the event of loss this Company shall 
be liable for no greater proportion 
thereof than the amount hereby insured 
bears to one hundred per cent. (100%) 
of the actual value of the property de- 
scribed herein, at the time when such 
loss shall happen, nor for more than 
the proportion which this contract bears 
to the total insurance thereon. 

In the event that the aggregate claim 
for any loss is both less than ten thou- 
cand dollars ($10,000) and less than 
five per cent. (5%) of the amount of 
insurance upon the property in any one 
location at the time such loss occurs, 
no special inventory or appraisement of 
the undamaged property shall be re- 
quired. 

The foregoing conditions shall apply 
separately in each location at which this 
contract covers. 

This contract shall be canceled at any 
time at the request of the assured; or 
by the Company by giving thirty days’ 
notice of such cancellation, which no- 


(Continued on page 14.) 








WHAT ARE THEY GOING TO DO TO HIM? 


A Few Remarks on Certain Phases of General Coverage 
Floater Business in the Light of the Proposed Investigation 
by the Insurance Commissioners 








(Contributed) 
A committee of the National Con- course, he knows that we would not 
vention of Insurance Commissioners take advantage of him if we caught him 


has started out on a still hunt to find 
the fellow who wrote a floater fire in- 
surance policy. If they find him what 
will they do with him? Hail him as a 
hero, and reward him, or hale him be- 
fore the court? Was he just naturally 
bad and a menace to the community or 
was he a good little “scout” and doing 
his one good turn that day? On whose 
toes did he tread, if he was a naughty 
boy? 

Well, regulation, said that he should 
have complied with the standard policy 
law, resident agency law, anti-discrimi- 
nation law, firemen’s tax law, and et 
al. ad infinitum; and, orthodox, said 
that he should have cut it into bits and 
sent it out to Piney Wood, Manayunk, 
Oshkosh, Bingville, and all the other 
seaport towns wherever the shadow of 
its protection might fall and have the 
various pieces of the contract signed 
by the local agent and pass him his 
“bit” out of the proceeds. 

In defense of all these regulations 
which he should have been pleased to 


comply with, we _ will tell if we 
find him, is to “protect the fellow who 
buys the insurance.” 


How to Handle Fluctuating Values 

“Yes, I knew about all these rules 
and regulations, built up to protect the 
assured, and I could make a cover to 
protect my assured in full compliance 
with these rules, just like a square 
peg fits a round hole. Your rules say 
that I should provide a specific cover 
at each location, the policy to be regula- 
tion standard, locally signed. My as- 
sured has ten factories in as many 
different States. He has one hundred 
retail stores and twenty distributing 
warehouses in twenty-five different 
States. His values are fluctuating be- 
yond the possibility of complete insur- 
ance protection on the specific plan un- 
less an amount of insurance is carried 
that at times would be seriously ‘over- 
insurance.’ This fluctuation applies to 
factories, warehouses and retail stores, 
the values are floating from factories 
to warehouses and from warehouses to 
stores and from store to store. The 
values are floating from State to State 
and your specific policies do not float 
with them and change their coat of 
regularity at the border. 

“Well, let us tell him how to run his 
business. Take away from the central 
office the duty of providing insurance 
cover on all property. Make each 
branch responsible for insurance cover- 
age and let them call in the local ex- 
pert and follow the ups and downs, and 
the ins and outs, short rates on and 
short rates off. Tell him to provide 
marine insurance for the protection the 
common carrier does not give him. Of 


short of insurance and the co-insyrance 
clause would make him contribute, or 
that we would be sorry for him if he 
had a loss without full insurance cover- 
age. He should not have let his busi- 
ness outgrow our well laid plans of 
cover, already provided.” 

Have Outgrown Present Restrictions 

Truly if the committee of insurance 
commissioners, and there is some 
splendid talent on it, will take the 
trouble to investigate the conditions 
calling for some form of floating cover, 
they will find that some branches of 
business have outgrown the present 
provisions for writing fire insurance, 
and they will make report to their con- 
vention, that the fault is at least partly 
with the laws and regulations provided 
by them, which prevents adequate pro- 
tection being given large values of 
property. After all State regulation is 
intended to protect the assured—not 
to prevent his getting proper cover. 

It is no exaggeration to say that fre- 
quently hundreds of thousands of dol- 
lars worth of property go unprotected 
and its managers spend sleepless nights 
because laws and rules taboo proper 
form of cover, so that he can provide 
protection at all times. 

It is no discrimination to give proper 
cover to floating fluctuating property if 
all persons owning property under the 
same conditions are given the same 
privileges. 

From the company standpoint the in- 
terest of the local agent is to be con- 
sidered, of course, but unless some plan 
of adequate cover, in which he can 
participate, is devised, he should not 
stand in the way of the property owner 
securing proper cover. The company 
can pro-rate an overriding commission 
to the agents if desirable, even under 
a floater cover. 

The companies should wake up to 
the fact that their rules have not kept 
pace with the progress made by some 
other lines of business. 

Now is an opportune time for a com- 
mittee to be appointed by the com- 
panies to take up this question, and if 
desirable meet with the committee of 
insurance commissioners. =x Hoe 
agreed that the present conditions do 
not permit adequate cover for large 
values of property, without doubt the 
co-operation of insurance commissioners 
can be secured in bringing about neces- 
sary changes, if they are shown that 
the present laws do not permit proper 
cover for large amounts of property. 
It is believed by some that there should 
be a bureau to handle rates and forms 
on all legitimate floating properties, 
somewhat after the plan of the Blec- 
trical Bureau. - 





United States Branch 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


92 William Street, New York 


RICHARD D. HARVEY 


United States Manager 





Capital Stock 
Re-Insurance Reserve 


Liabilities 
NET SURPLUS 


TOTAL ASSETS 


eee eee eee eee 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


STATEMENT JANUARY 1, 1916 


Reserve for Unpaid Losses and All Other 


eee eee eee eee eee eee we eeee 


DANIEL H. DUNHAM, President 


$1,000,000.00 
2,955,812.00 


382,114.00 
2,708,837.00 


$7,046,763.00 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 
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.Commends Oregon! 
Agency Law 


TO COME BEFORE CONVENTION 





Agent Contributes Opinion to “Bulletin” 
on Conditions in New Western 
Statue 





(From American Agency Bulletin.) 

The Eastern Underwriter’s inter- 
view with Chairman Markham on the 
Cregon law (July 28 issue), quoted in 
our issue of August 1, is both interest- 
ing and important. Mr. Markham 
speaks with his usual clearness and 
force upon this vital subject. The ex- 
ception in the agency limitation sec- 
tion of the Oregon law permitting a 
company with but little cost to regis- 
ter another title and appoint an agent 
therefor, is justly condemned by insur- 
ance interests in that State as it en- 
courages the more general use of un- 
derwriters’ agencies, thus giving com- 
panies the privilege of dual represen- 
tation whether needed or not. 


The exception to the Oregon law al- 
l»wing a company a second agent at 
a fee of $400 per year, seems advisa- 
bie in principle. A law absolutely lim- 
icing a company to single agency rep- 
resentation, may be unconstitutional in 
sume if not all States. Whether this 
be so or not the privilege of additional 
representation, at a cost which would 
meke it generally unattractive and un- 
profitable, would excite less opposition 
than an absolute sole agency law and 
would permit second appointments in 
the same territory in the comparatively 
few cases where such representation 
would be equitable. 

As an illustration, an old and re- 
spected agent has become unable to 
properly represent his company and is 
w:willing to resign. In such a case @ 
second appointment would no injustice 
to any one. Again, insurance commis- 
sioners might object to absolute sole 
azencies on the ground that it would 
reduce the income of the State from 
license fees. A few second agents at 
a fee of say $500 each would more than 
. make good to the State the loss of the 
small fees formerly received from those 
who would not be re-licensed. 

The Oregon law with this exception 
would not legislate agents out of busi- 
ness, for should there be a territory 
where there were not enough sole 
agencies to go around, second agencies 
could be used. In other words an agen- 
cy limitation law with this exception 
is not only equitable but elastic, the 
supply of agencies always equalling the 
legitimate demand of agents. 

I agree fully.with Mr. Markham that 
agency limits should not necessarily 
fullow city, town or county lines but 
that each company should be allowed 
to follow its own wishes in this matter. 

Agency limitation legislation 1s per: 
haps the most important question that 
will come before the national meeting. 
Delegates should give their attention 
and best thought to the matter at once 
so that consideration and action may 
be wise. 





Varied Practice In 
Writing ‘‘Floaters” 


(Continued from page 13) 
tice shall terminate all insurance there- 


under. : 
South Eastern Underwriters’ Form 


The form approved by the South 
Eastern Underwriters’ Association and 
applying in New York, Virginia, Florida, 
Wisconsin, New Jersey, Pennsylvania, 
Illinois and Connecticut is as follows: 

It is the intent of this contract to 
protect the interest of the assured to 
the extent as herein provided upon 
property as above described in the 
buildings and on the premises specifi- 
cally described in the list referred to 
in the preceding paragraph, pending 
the issue of policies by duly authorized 


‘insurance, in conformity with the laws 
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FACILITIES LOCAL AND GENERAL AGENTS 
ALL LIN ES 325 WALNUT. STREET PHILADELPHIA, PA. ALL LIN ES 
PENNSYLVANIA NEW JERSEY 








LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 


Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE PITTSBURGH, PA. 














and commissioned resident agents of 


the companies participating ‘in this in- FIRE ASSOCIATION — pon e 


surance, according to the following A 





terms, conditions and limitations. Office: Company’s Building, 407-409 Walnut St. 
This contract is issued under a Organized 1817 Incorporated 1820 Charter Perpetual 
——_ agreement with the assured Cash Capital $750,000 Assets $9,091,141 
who covenants and agrees to keep a E. ©. IRWIN, President T. H, CONDER - 
set of books showing a compiete record M. G. GARRIGUES, Sec. and a ataaamaiaa 
R. N. KELLY, Jr., Asst. Sec. and Treas. 1817 


of the value of the merchandise as 
above described, and on the signing of 
this contract, to furnish the companies 
participating in this insurance with a 








statement showing the value on that SCHAEFER & SHEVLIN 

date of the merchandise above de- 3% 

ih. tad te dimes a2 tae athae IBERTY STREET GENERAL AGENTS NEW YORE, W. Y. 
or additional fire insurance covering REPRESENTING 

the property contained in the buildings DUBUQUE FIRE AND MARINE INSURANCE CO. 

and on the premises enumerated in Excellent Facilities for Handling Suburban and Out Of Town Business 

the list filed as previously provided. Phone: John a31a 





Upon receipt of such data, policies 
are to be issued at the various agencies 
of the companies participating in this 





© th i ; : I 

Cire ar aehad wake aitee'se 8 | Rossia Insurance Company 
insuran i t of this 

noe Woe es Se HARTFORD, CONN. 


policies so issued shall constitute a 
further consideration under this con- REINSURANCE 
tract. 

On or about the 20th day of each 
month. following the date of the com- 
mencement of the term of this contract, 
the insured agrees to furnish the com- ““STRONG AS THE STRONGEST”’ TWO HUNDRED AND SIXTH YEAR 
panies participating in this insurance, 
with a statement showing the values Ss U N 
on po last day of the previous month, The Northern Assurance 60, 

o: the merchandise above described LTD., OF LONDON 
and the amount of any other or addi- ( ) INSURANCE OFFICE OF LONDON 
tional fire insurance covering the with- paincpesanemcdipaaniet 











Organized 1836 


in described property contained in each Entered United States 1854 UNITED STATES BRANCH; 
= od aps ee org — in the Losses Paid - - $102,000,000 54 Pine Street - New York 
is ed as above provided. a <i e ‘ te 
At such stated periods any new loca- Losses Paid in U.S. - $36,000,000 16 WEST MONROE ST. CHICAGO 
tions may be added to the list and this Eastern and Southern Departments aie mann My , 
z MENT; 


these points in the same manner as-<at 

the locations previously enumerated. — a Sen Feensine, Col. 
Upon receipt of such advices the 

amount of insurance under this con- 

tract shall be increased or reduced to 


an amount equal to the value of the 
merchandise on the last day of the 
previous month, after deducting all = 


other fire insurance as shown by such 








contract shall include and attach at 55 JOHN STREET | 7 2. Ge Eee Gees 








statements, and policies are to be is- 
sued as previously provided or endorsed - | panded yh tag ad 
to such amounts as are shown by the ESTABLISHED 1857 
statements to be the amount of in- STATEMENT JANUARY I, 1916 
surance under this contract at each ROOD o dcxescvesises pebeena ees heshoueun $2,063,315 
location enumerated in the list of loca- REE Siceccvccesececcees sovccece ove 922,699 
tions filed by the assured as called for Surplus ....... pvpMvsistssundsehee ecoces teeneIS 
— the terms and conditions of this UNITED STATES BRs NCH _ 
contract 

. 123 WILLIAM ST., NEW YORK 
ME a Rapin ad ye RN J. H. LENEHAN, United States Manager 





locally applying. 












fF. H. HAWLEY, Pres. ORGANIZED 1848 W. E. HAINES, Secy. 
or | (Reo < Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,351,482.71 
AN AGENTS COMPANY 


-E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 









| LEROY, O70. of 
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AGENTS’ CONVENTION PLANS 


FEATURES OF BOSTON MEETING 








National Association to Take Up Prob- 
lems of Business—Prominent 
Speakers to Be Heard 





Plans for the convention for the Na- 
tional Association of Insurance Agents 
have been completed and the program, 
which includes some important sub- 
jects and many prominent speakers, is 
reproduced below. 

The sessions will be held in the 
Hotel Copley-Plaza, Boston, September 
12 to 15. An elaborate entertainment 
program has been arranged and in this 
connection special provision has been 
made for the ladies. The program 
follows: 


Monday Evening, September 11. 


Meeting of National officers and 
members of executive committee, par- 
lor B, 8 P. M. 

Meeting of State officers, parlor A, 
8 P. M. 

First Day 


Tuesday Morning, 10 o’clock. 

Address of Welcome—A. W. Damon, 
president Springfield F. & M. Ins. Co. 

Response—Walker Taylor, Wilming- 
ton, N. C. 

Welcome from Boston Board—Frank 
A. Dewick, president. 

Response from California—Mac O. 
Robbins, Santa Ana, president State As- 
sociation. 

President’s Address—Edward C. Roth, 
Buffalo. 

Report of Executive Committee— 
Clarence S. Pellet, Chicago, chairman. 

{Report of Committee on Organization 
—Frederick E. Warner, Salem, Chair- 
man. 

Address—Henry Cabot Lodge, Wash- 
ington, D. C., Senator from Massachu- 
setts. 

Adjournment. 

Department Conference. 
“Agency Advertising and Office 
Methods.” 

Immediately following the morning 
session a conference of those interested 
ii the above subject will take place 
in Convention Hall, in charge of Fred- 

erick V. Bruns of Syracuse, N. Y. 
Afternoon Session, 2 P. M. 

Address—“Co-operation and Increased 
Profits,” E. M. Allen, secretary Ar- 
kansas Association of Insurance Agents. 

Special Report of Committee on Leg- 
islation—George D. Markham, St. 
Leuis, chairman. 

Introduction of Resolutions. 

‘Note.—All resolutions introduced are 
referred to the Committee on Resolu- 
tions for consideration, but if desired 
may first be discussed on the floor. 
Resolutions in the final sessions will 
be referred to the incoming Executive 
Committee. 

Appointment of Committees (Resolu- 
tions and Nominations). 

Note——The Committee on Nomina- 
tions and the Committee on Resolutions 
are formed by the selection of one 
delegate for each committee from each 
of the state associations represented in 
the convention, said selections being 
made by the delegates present from the 
various states. The delegates are re- 
quested to make their selections early 
and hand the nominations to the sec- 
retary as soon as possible. 


Second Day 
Wednesday Morning, 9.30 A. M. 

Special Topics—Birmingham (Ala.) 
Clean-up Campaign, Henry G. Siebels; 
Wholesale Company Withdrawals— 
How to Meet the Problem, Missouri, 
Kentucky, South Carolina; Texas Situa- 
tion—Rates and Commissions; Agents’ 
Office in New York; Cities Conference 
Committees; Forms and Permits. 

Executive session. 





“The Leading Fire Insurance Company 
in America” 





WM. B. CLARK, President 





ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 


Application For Agencies Invited 








Casualty and Surety Section 
Wednesday Afternoon, 2 P. M. 
Address—“Is it Feasible for Stock 
Companies to Meet the Competition of 
Mutuals and State Funds (1) by Lower- 
ing the Rates, (2) by Lowering the 


Commissions?” Walter G. Cowles, Hart- 


ford, vice-president Travelers Ins. Co. 


Report of Casualty and Surety Com- 
mittee—J. K. Livingston, Detroit, chair- 
man. 


Special Topics—Resident Agent Law; 
State Insurance. 
‘Resolutions. 
Adjournment. 
Department Conference 
“Inter-insurers and Mutual Competi- 
tion.” 


Immediately following the casualty 
session a conference of those interested 
in the above subject will take place in 
the Convention Hall in charge of John 
F. Ankenbauer of Cincinnati, Ohio. 


Third Day 


Thursday Morning, Sept. 14, 9.30 A. M. 
Co-operation of Insurance Interests— 
(Chas. W. Scovel, National Association 
of Life Underwriters; F. Robertson 
Jones, Workmen’s Compensation Pub- 
licity Bureau; Robert J. Merrill, Insur- 
ance Commissioner of New sampshire. 
Report of Committee on Resolutions. 
Report of Committee on Nominations. 
(Report of State Officers’ Committee. 
Invitations for Next Annual Meeting. 
Closing Business. 
Adjournment. 


Friday Morning 
Meeting of New Officers. 





DU PONT POLICIES CANCELLED 


It was reported in Philadelphia on 
Monday that the du Pont Powder Co. 
had ordered all its policies aggregating 
over $100,000,000 cancelled. The re- 
port says that the company plans to 
maintain its own insurance fund. 





LOSS REPORTED $9,000,000 
At the monthly meeting of the New 
York Board, the list of amounts in- 
volved in the Black Tom _ explosion 
were read and totalled $9,000,000. It 
was stated that $8,500,000 of this had 
reported loss. 


NATIONAL BOARD’S PETITION 





Interstate Commerce Commission Asked 
by Companies to Investigate Black 
Tom Explosion 





The National Board of Fire Under- 
writers last week prepared and submit- 
ted to the Interstate Commerce Com- 
mission a petition asking that body to 
conduct an investigation into the cause 
of the Black Tom Island explosion. 

As noted by The Eastern Under- 
writer last week, it is the intention of 
the fire companies to defer any settle- 
rent of the losses involved until the 
situation has been thoroughly cleared 
and it is in this connection that the 
petition of the National Board was 
drawn up. The petition tells of the 
interest of the National Board in the 
explosion and sets forth the incidents 
of its occurrence, giving reasons why 
the investigation should be instituted. 
W. E. Mallalieu, general manager of 
the National Board, and R. D. Harvey, 
chairman of the committee on fire pre- 
vention, drew up the petition. 





RECALL SIMPSON BILL 


New York State Democrats Score 
Governor Whitman’s Action in 
Vetoing Proposed Law 





The platform recently adopted by the 
New York State Democrats includes 
the following paragraph commenting 
on the action of Governor Whitman in 
vetoing the so-called Simpson Bill: 

“In the interest of a particular com- 
pany and against the public interest he 
vetoed the bill prohibiting life insur- 
ance companies from favoring brokers 
in placing fire risks.” 





BECOME MEMBERS OF FIRM 


L. C. Hebbard and Thomas Perrara 
have become members of the firm of 
Joseph B. Mulcay & Co. Mr. Hebbard 
was formerly with Frank B. Hall & Co. 
and of late has been with Smyth, San- 
ford & Gerard. Mr. Perrara has been 
in charge of the schedule department 
of J. Romberg & Co. 











The William H. Kenzel Co. 


23 Liberty St. 


Imperial Assurance Co. Equitable Fire & Marine 
of New York 


Commerce Ins. Co. Granite State Fire Ins. Co. 
of Albany, N. Y. 


Columbian Nat. Fire 
Ins. Co. 
of Detroit, Mich. 


Franklin Fire Insurance Co. 


New York 


REPRESENTING 


of Providence, R. I. 


of Portsmouth, N. H. 


Pittsburgh Fire 
Ins. Co. 
of Pittsburgh, Pa. 


of Philadelphia, Pa. 








LIVE HAVERSTRAW AGENCY 





Thos. J. Freeman, Who Controls Good 
Business, Puts Through Big Real 
Estate Deal 





Haverstraw, N. Y., Aug. 23.—Thomas 
J. Freeman who conducts a live general 
insurance agency at Haverstraw, N. Y., 
and controls a fine line of business, 
has just put through a big real estate 
deal that involved one of the choicest 
pieces of property for industrial de- 
velopment that there is in this section. 

















THOMAS J. FREEMAN 


There were two separate parcels of 
property involved. One contains 121 
acres lying west of the West Shore 
Railroad and was the property on 
which for many years was located the 
clay and sand banks that supplied the 
brick yards in the vicinity. The other 
is what is known as the Tomkins prop- 
erty and extends from the West Shore 
Railroad to the Hudson River. 





SERGEANT GEORGE J. McKAY 


Sounds mighty big. Some of George’s 
friends might question it, but it’s a fact 
just the same. When George left as a 
corporal in Company L, Twenty-third 
Regiment, New York National Guard, 
for Pharr, Texas, he told a friend of 
his on William street that he would 
not return unless he became a “Gen- 
eral.” This friend received a letter 
from George, dated Pharr, Texas, Aug. 
17, in which George says: 

“T have just been appointed Sergeant, 
so now you will believe that I would 
not return to New York unless I be- 
came a ‘General.’ I am more than 
pleased to learn you had nothing in 
the Black Tom explosion and always 
hope you will remain lucky (for that’s 
what it was, wasn’t it?). I won’t for- 
get you when I return which will be 
in about six weeks. To get a descrip- 
tion of anything here one would only 
hav2 to look in one of the engine rooms 
of a Pittsburgh smoke factory and that 
is enough. 

“Love to all 
“From George.” 

Friends of the popular placer for 
See & Depew will be glad to learn of 
his promotion to the rank of Sergeant 
in his company which is now on the 
border. If you want to write him his 
address is Sergeant George J. McKay, 
Company L, 23rd Regiment, New York 
National Guard, Pharr, Texas. 
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STATUS OF FIRE BROKER 


DESCRIBED BY J. J. HOEY 





Cites Several Court Decisions to Refute 
Recent Accusations of Daily News- 
papers 





The following facts covering the re- 
lation of the broker to the company 
aud to the assured were prepared for 
The Eastern Underwriter this week by 
James J. Hoey, executive special agent 
of the Continental Insurance Co.: 

“That there exists a general misun- 
derstanding regarding the status of in- 
surance agents and brokers is apparent 
from the many misleading articles 
which have recently appeared in the 
public press. 

“An insurance policy is a contract 
whereby one of the parties for a cer- 
tain stipulated premium agrees to in- 
demnify the other party against loss 
from a specified hazard such as fire. 
There are but two parties to a contract 
of this character, viz.: the insurance 
company and the assured. In the prac- 
tice that exists in the business, how- 
ever, the contract is rarely made by 
the principals. 

“The insurance companies appoint 
representatives in every locality to un- 
derwrite risks, issue and countersign 
policies and collect the premium. These 
representatives obtain their authority 
direct from the company and are prop- 
erly called agents. They, of course, 
are governed in their dealings with 
and for their companies by the ordl- 
nary laws of agency. They are com- 
pensated by their principals, the com- 
panies, generally through the form of 
commissions on the business written. 

“A premium paid by an assured to a 
duly authorized agent is the same as if 
paid to the company direct and even 
if the agent should default in account- 
ing to his company, the policy will 
nevertheless be valid. (Miller vs. Life 
Co., 12 Wallace, 286.) 

“The business of insurance is a 
technical one and the forms and 
policies in general use are somewhat 
complicated. The insurance law, the 
insurance contract, the rules and regu- 
lations of the underwriters’ associa- 
tions, the make-up of rates and the 
adjustment of losses are not under- 
stood by the average business man and 
the necessity for expert advice de- 
veloped what is known as the insur- 
ance broker. 

Need for Broker in Business 

“The broker represents the assured 
in securing the insurance policies from 
the companies, sees that they are in 
such form as to give proper coverage, 
that the rate is correct and in various 
other ways acts in an advisory capacity 
for the assured. 

“This service is valuable and indeed 
indispensable, although it costs the 
assured nothing, as the broker receives 
his compensation through a commission 
paid him by the company, based on a 
certain percentage of the premium. 

“It is well settled as a question of 
law that the broker is the agent of 
the assured, but as a matter of fact it 
is not generally so understood by the 
insuring public, the almost unanimous 
assumption being that he is an agent 
of the insurance company. 

Liability of Broker 

“If the broker is responsible for an 
error in an insurance policy, which re- 
sults in loss to his principal, the 
assured, the broker, is personally liable 
to the assured for such loss. (Allen 
vs. German-American, 126 N. Y., 6.) If 
the broker undertakes to keep his 
principal insured, but fails properly to 
renew a policy or procure coverage as 
ordered, he may be held for the re- 
sulting loss. 

“The broker is in duty bound to place 
the insurance in solvent companies and 
if he does not place it in companies 
duly authorized by the insurance de- 
partment, he is not only guilty of a 


misdemeanor but liable for any loss re- 
sulting to the assured. 


Payment to Broker 

“If the assured pays his premium to 
the broker and the broker fails to make 
return to the insurance company, the 
ccmpany may cancel the policy for non- 
payment of premium. The only recourse 
which the assured has is to sue the 
broker. The broker in the payment 
of the premium acts no more than a 
medium of transmission from the as- 
sured to the company and delivery of 
the premium to him is no more bind- 
ing on the company than if it were 
transmitted by a messenger boy. 

“It is apparent, therefore, that in se- 
lecting an insurance broker, it is in- 
cumbent upon the business man or 
property owner to employ only brokers 
who are known personally to him to 
be competent and trustworthy.” 





AGENTS ARE EXTRAVAGANT 





Casualty Company Lays Burden of 
Blame for Most of Bad Underwrit- 
ing With Field Represenatives 





One of the casualty companies, in the 
latest issue of its agents’ bulletin, ac- 
cvses agents of unthinking waste of 
cffice supplies, waste of time and foist- 
ing questionable risks on the company. 
This, it says, costs the company sev- 
eral thousand dollars a year. The com- 
pany in its indictment says: 


If we could get our field men to un- 
derstand and adopt the “ounce of pre- 
vention system,” it would mean a dif- 
ference of some thousands of dollars 
per year. Prevention of waste and ot 
extravagance and of speculative under- 
writing. Waste begins with time. Our 
agents go about preaching to the public 
the necessity for protecting the aver- 
age nine days that every wage earner 
loses through sickness each year. The 
agent has his government statistics 
tc prove his case. How we do wish 
that the government could gather sta- 
istics relative to the number of hours 
wasted by the agent. From our inti- 
mate knowledge we would put it at not 
less than thirty days each year. Start- 
ling and unbelievable—almost. Let’s 
see. One hour per day—twenty-five 
working days per month—three hun- 
dred hours in a year. Call a working 
day nine hours, and the wasted hours 
amount to thirty-three days. Stop that 
weste and convert it into profit for 
yeurself and business for the company. 

Small, But They Count 

Extravagance—where does that come 
in? It does not come in. It goes our 
through the stock-room. Order after 
order. Where does the stuff go? Writ- 
ing paper and envelopes scribbled on 
and thrown aside. Other supplies al- 
lowed to get mussed up and dusty. 
Throw them in the waste-basket and 
oxsder more. Order twice as much as 
you need or can use. It only means 
2 few millions of forms, and they all 
cost money and are costing more 
every day. 

Speculative underwriting. There is 
where the body blow is delivered. The 
agents who rush any old risk onto an 
application by the “Sign here, and I'll 
do the rest” route; also the mind-read- 
ers who can divine what the answers 
will be, and therefore set them down 
without asking the questions. The 
agents who can’t see a humped back, 
or a stiff leg, or evidence of tubercu- 
losis, rheumatism or syphilis. In fact, 
they see nothing but perfect risks in 
all who can write their names. They 
are the speculators. They can see as 
Piainly as anybody just what a risk 
is, but they lay a bet against the com- 
pany by putting that kind of business 
on our books. And of course we lose. 
We always lose, because the law of 
average controls, and in that class of 
undesirable business the law of aver- 
age runs all to bad claims. 

We are constantly fighting against the 
waste of time, because its application 
means bigger incomes for our men and 
more business for us. 


LATE COMPENSATION CLAIMS 


AWARDS MADE BY COMMISSION 





Summarization of Rulings Rendered in 
Past Four Weeks—Ten Claims 
Granted—Two Denied 





The Workmen’s Compensation claims 
decided by the New York State Indus- 
trial Commission in the past month 
are briefly tabulated as follows: 


Dodd vs. Zurich Accident 


This claim arose out of the death of 
James H. Dodd, Jr., who was employed 
in an apartment house by the Lanca- 
shire Corporation. One of the tenants 
called upon Dodd to open a window on 
the second floor in the process of which 
the window fell on him, knocking him 
to the street and fracturing his skull. 
He was taken to the hospital where, 
in consequence of his injuries, he died 
of tubercular pneumonia. The com- 
mission denied the claim of Mildred 
Dodd, his wife, on the grounds that 
the injuries which caused his death 
did not arise out of Dodd’s employment. 


Howard vs. Massachusetts B. & I. 


Charles C. Howard was employed in 
Mount Vernon as superintendent and 
business manager by George Howard, 
Inc., contractors and retail hardware 
dealers. George Howard was eighty 
years of age and had frequently offered 
to turn over the business of George 
Howard, Inc., to his son, Charles How- 
ard, the latter refusing the same. 
Charles Howard’s average yearly earn- 
ings were in excess of $10,000, he being 
permitted by arrangement with his 
father to draw from the earnings of 
the firm at will. At the time of his 
death Charles Howard was working on 
the roof of the building owned by 
George Howard in the regular course 
of his employment 
stepped on a loose board, the same 
throwing him through the skylight 
down three floors into the cellar, caus- 
ing him to sustain internal injuries 
from which he died. Award was made 
against the Massachusetts Bonding & 
Insurance Co. to the widow and minor 
son of Charles Howard, the widow to 
receive $6.92 weekly during widowhood, 
with two years’ compensation in one 
sum on remarriage, George M. Howard, 
the son, aged 11, to receive $2.31 
weekly until he is eighteen, the widow 
also to receive $100 on account of the 
money expended by her for the funeral 
of her husband. 


Gartner vs. London & Lancashire 


On the day when Herman Gartner 
received the injuries which resulted in 
his death he was employed as a driver 
of a milk wagon by the New York 
Dairy Produce Co. And while engaged 
in making a delivery in Leug Island 
City he slipped and fell on the side- 
walk straining his left groin. He con- 
tinued working for twenty days when 
he gave notice to his employer of his 
injury and went to the hospital where 
it was found that he had had a hernia 
of long standing which had been ag- 
gravated and _  strangulated by the 
strain. He was operated upon twice, 
but the operations were unsuccessful 
and he died a few days later of peri- 
tonitis. 





A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 


Brokerage Business Solicited 
38 Clinton Street 95 William Street 








THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. m HUBBARD, Vice-President 
S. JARVIS, "Secr etary 
WILLIAM MORRISON, rod Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 











H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 








and accidentally 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 
January 1, 1916 
BED | disadisdnrateicasiocinensst $ 2,747,815.34 
Surplus in United States...... 1,309,295.82 

Total Losses Paid in United 
States From 1874 to 1915, 
wesc jnviieseneemnsowesséoe 40,654,747.02 
R. BROCK, President 
Ww. B. MEIKLE Vice-Pres. & Gen. Man. 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 18s9 


STATEMENT, JANUARY 1, 1916 
Cash Capital ..... $1,000,000.00 


eer rere $8,029,651.84 
Liabilities ........ $3,920,295.68 
Net Surplus ...... $3,109,356.16 
Surplus for Policy 
Holders ...... - $4,109,356.16 
HEAD OFFICE: 
Cor. William and Cedar Streets 

















ROBERT J. WYNNE, President 


NET SURPLUS, $377,447 





First National Fire 


Insurance Company of the United States 
WASHINGTON, D. C. 


JOHN E. SMITH, Secretary 


Statement January 1, 1916 
CAPITAL, $912,502 
RESERVE FOR ALL OTHER LIABILITIES, $523,785 


ASSETS, $1,813,734 























Be 





August 25, 1916. 
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EXPERIENCE RATING PLAN 


TERMS OF NEW REQUIREMENTS 





Rules Governing Application of Experi- 
ence Rating to Workmen’s 
Compensation Risks 





The experience rating requirements 
as promulgated. by the Compensation 
Inspection Rating Board of New York, 
governing the application of experience 
rating to workmen’s compensation 
risks, is given below in full: 

Applications for experience rating 
shall include only data furnished by 
insurance carriers transacting compen- 
sation insurance in New York. The ex- 
perience period shall be not less than 
two years, beginning June 30, 1914. 


Minimum Pay-roll of $100,000 
All workmen’s compensation risks 
covering operations under the New 
York Workmen’s Compensation Law, 
shall be subject to experience rating, 


provided the audited payroll for the 
minimum experience period shall not 


be less than $100,000; also provided the 
earned premium for the minimum ex- 
perience period shall not be less than 
$500, except as respects risks which 
may be styled “contract” risks, includ- 
ing public service risks, which risks 
shall be subject to experience rating, 
provided the audited payroll for the 
minimum experience period shall not 
be less than $50,000; also provided the 
earned premium for the minimum ex- 
perience period shall not be less than 
$500. All risks involving shop and out- 
side operations shall be subject to 
rating on the basis of inspection and 
experience, in accordance with the fol- 
lowing limitations: If the predominant 
portion of the payroll involves a con- 
tracting risk or public service risk, 
that portion of Rule 2 relating to con- 
tracting risks shall apply; otherwise 
the first part of the rule providing a 
minimum payroll of $100,000, and a 
minimum premium of $500, shall apply. 
If the experience period exceeds two 
years, the amount of audited payroll 
and earned premium shall be increased 
pro rata in the proportion that the 
ac.ual experience period exceeds the 
minimum experience period. 


Rates on Renewals 

All risks now rated on the basis of 
inspection and experience shall upon 
the expiration of the present policies be 
renewed at existing adjusted rates, sub- 
ject to modification in accordance with 
this plan. 

All risks not subject to schedule 
rating shall, upon the expiration of the 
present policies, be renewed at manual 
rates, subject to modification in accord- 
ance with this plan. 

All risks involving shop and outside 
operations, now rated upon the basis 
of inspection and experience, shall 
upon the expiration of the present polli- 
cies be renewed at existing adjusted 
rates for the shop operations and man- 
ual rates for outside operations, subject 
to modification in accordance with this 
plan. 


The experience for each risk which 
qualifies under these rules shall be sub- 
mitted on a form approved by the 
Board, accompanied by a copy of the 
policy declaration, within ninety days 
from effective date of the policy for 
which a rate is to be determined. The 
application for experience shall contain 
the entire data of the risk for the ex- 
perience period. 

If the risk is a renewal, the carrying 
company shall furnish from its records, 
on a form prescribed by the Board, its 
experience which shall be supplemented 
by all other experience relating to the 
risk which shall be obtained by the 
Board. 

If a new or an uninsured risk, the 
proposing company shall furnish from 
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its records such experience as it may 
have, on a form prescribed by the 
Board, which shall be supplemented by 
such additional experience as shall be 
secured by the Board. 

The previous carrier shall be allowed 
ninety days after the effective date of 
the new policy within which to furnish 
the experience requested by the Board, 
subject to the provision that in any 
event such carrier shall be afforded at 
least ten days after request within 
which to furnish the experience. 


Promulgation of Rates 

Applications for experience rating 
filed with the Board shall in all cases 
be reviewed within ten days after com- 
plete data is filed. No rate quotations 
shall be made by companies until the 
rate has been promulgated by the 
Board. The Board may at its discre- 
tion verify the data from which the 
experience rate has been determined. 


Adjusted rates shall be promulgated 
to the carrying company and all other 
members of the Board, in accordance 
with existing rules, but if the risk is 
not a contracting or public service risk, 
the experience modification shall be 
combined with the modification due to 
inspection as hereinafter provided and 
no rates shall be promulgated until af- 
ter the risk has been inspected by the 
Board. 

Any accident resulting in an award 
of compensation or which entitles the 
injured employe or his dependents to 
compensation jis herein called a “com- 
pensatable accident.” Statutory medi- 
cal aid is not to be regarded as com- 
pensation within the meaning of the 
definition. 

The compensatable accidents shall 
be divided into the following classes: 


Average period of 
Compensation (in 
Class. weeks). 

A—Fatal accidents ........ 324 weeks 
B—Accidents resulting in 
total permanent disabil- 
DE ee pate sie Oba ORR 6c 
C-—Dismemberments, which 
shall be sub-divided as 
to character of dismem- 


624 weeks 


berment, following as 
closely as may be the Actual 
statutory tables of spe- number 
cific indemnities, it be- of 
ing understood that dis- weeks 
memberments, for the 
purpose of this rule, 
shall include permanent 
loss of use. 
D—AIll other compensatable 
RI 5. k.ie ac canduans 8 weeks 


The method of computing the claim 
cost of each specific accident embraced 
in cases A, B, C and D shall be as 
follows: 


Methods of Compensation 


Multiply the average period of com- 
pensation which has been assigned to 
each accident class and which is in- 
dicated in the “Application for Experi- 
ence Rating” and expressed in terms 
of “Weeks of Compensation” by two- 
thirds of the weekly wages of the in- 
jured employe, subject to the maximum 
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COMMERCIAL CASUALTY GAINS 


ALL DEPARTMENTS 





INCREASE 





First Half of 1916 Shows Company’s 
Total Business Past Million Mark— 
New Territory Opened 





In every department the Commercial 
Casualty Insurance Co., of Newark, 
furged ahead during the first six 
menths of the current year, according 
to figures compiled by the Company last 
week. The achievements of the Com- 
pany for the first six months of 1916, 
include the increase of its capital 
from $375,000 to $500,000, adding also 
$125,000 to the surplus. The new stock 
issue to cover this expansion was over- 
subscribed by the stockholders of the 
Company. 

In the early spring, the Company ex- 
tended its operations into Illinois and 
appointed E. P. Hatch & Co., of Chi- 
cago, general agent. The branch office 
in Philadelphia was enlarged and 
moved into new quarters. The Brook- 
lyn branch office was also enlarged and 
the Trenton district, which heretofore 
had been looked after by a general 
agent, was converted into a branch 
office. New York State was more fully 
developed and about thirty new agents 
were appointed. 

The liability insurance written by the 
Company in the first six months of 1915 
amounted to $447,912. This year the 
first six months’ business was $594,- 
751, an increase of $146,839. 


Property damage buiness in the first 
six months last year was $96,820 and 
this year $139,871, an increase of 
$43,051. 

Figures for compensation business 
are $104,403, as against $135,272, an in- 
crease of $30,868. 

In the first six months of 1915 the 
accident and health business was $70,- 
626 and for the same period of 1916 the 
business amounted to $123,229. The 
plate glass business for the first half 
of 1915 was $10,874 and for the first six 
months of this year $18,393. 

The total amount of business was 
$730,635 during the first half of 1915, 
and this year the first six months’ busi- 
ness totalled $1,011,518, an increase of 
$280,882. 

The total reserves of the Company 
at the end of June, 1915, were $998,761, 
as against $1,343,217 for the end of 
June this year, an increase of $344,456. 





AETNA MEDALS AWARDED 





Company Representatives Receive Re- 
wards for Bulkeley Tribute Cam- 
paign—29 in New York City 





The medals awarded the agents of 
the Aetna who qualified in the “Bulke- 
ley Tribute” campaign were received 
this week by those who had won them. 
Twenty-nine representatives of the 
Aetna in New York City received 
these medals. 


The campaign covered two months. 
To those who secured $200 in premi- 
ums, a bronze medal was given, those 
getting $500, a silver medal, and those 
ccllecting $1,000, a gold medal. The 
medals were faced with the head of 
Morgan G. Bulkeley, president of the 
Aetna, and the recipient’s name was 
engraved on the back. 
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FEDERAL COMPENSATION LAW 


New Measure Passed After Long Fight 
—Provides Two-thirds Wages for 
All Employes 





Congress has passed almost unani- 
mcusly the federal workmen's compen- 
sation bill which will provide two-thirds 
wages during disability to all injured 
employes of the federdl government. 

The Kern-McGillicuddy bill, as it was 
known, was one of those bills which, 
with no open opposition, had to over- 
come indifference. It was universally 
admitted that the federal compensa- 
tion law of 1908 was inadequate. Its 
provisions extended for but one year 
and covered less than one-quarter of the 
feceral employes. No State had such 
an inadequate law. 


In 1913 the American Association for 
Labor Legislation drew up its “stand- 
ard” workmen’s compensation bill em- 
kodying the conclusions of 5 years’ 
study of the subject. Representative 
Wm. B. Wilson, introduced the bill at 
the request of the Association and 
when he was called to the Cabinet the 
fight was taken up in Congress by Rep- 
resentative McGillicuddy, Maine, and 
Senator Kern, Indiana. 

Congressmen agreed with compla- 
cency that the measure was desirable. 
Yet no action was taken by the 63rd 
Cengress. The Campaign was renewed 
in the 64th Congress. The American 
Association for Labor Legislation sent 
out nearly 100,000 letters and spent 
thousands of dollars in the campaign. 
All this was necessary to pass a bill to 
which there was practically no opposi- 
tion. 





CUT DOWN ON SUPPLIES 





Increasing Cost of Paper, Ink and 
Printing Being Viewed as Pressing 
Problem 





Several of the casualty companies are 
considering cutting down on the sup- 
plies sent to agents owing to the great 
increase in the cost of paper, ink and 
the expense of printing. Even letter 
heads and envelopes cost considerably 
more now than they did six months ago 
and the bills at the home offices for 
these and all manner of supplies are 
mounting to such figures that the prob- 
lem has gone up over the head of the 
supply clerk to the “old man.” 

One company says: “Companies in 
other lines where the drain is not nearly 
so great, have curtailed their expendi- 
tures for supplies to the lowest possible 
level, some having even done away en- 
tirely with free imprinted stationery, 
the Ford Motor Company, one of the 
richest industrial concerns in the his- 
tory of the world, being a notable 
example. This gigantic corporation fur- 
nishes its agents with imprinted sta- 
tionery—but at cost, not free. Of course, 
the charge is nominal, or at least 
much below the price which the indi- 
vidual would have to pay when ordering 
a single small quantity. The strictest 
sort of economy on the part of insurance 
agents in the use of supplies is the only 
thing that can prevent their companies 
from being obliged sooner or later to 
follow suit.” 





CONFERENCE ON INSURANCE 


The International Association of In- 
dustrial Accident Boards and Commis- 
sions has called a conference to be 
held in Washington November 13 to 17 
at which all kinds of social insurance 
will be discussed. Persons both favor- 
ing and opposing social insurance in 
any or all of its phases have been in- 
vited to attend this conference, the 
proceedings of which will be published 
and submitted to Congress with recom- 
mendations for legislation, according 
to the published plans of the associa- 
tion. 








18 


THE EASTERN 


UNDERWRITER 


August 25, 1916. 





Labor Paper Calls It 
A Vicious Monopoly 


SO CHARACTERIZES SOME LAWS 
ON COMPENSATION 








Elimination of Stock Casualty Com- 
petition Not in Interests of Wage 
Workers 





The “Labor World,” of Pittsburgh, 
has made a careful study of the situa- 
tion in Pennsylvania, Ohio and some 
other States with reference to the op- 
eration of workmen’s compensation 
laws and it has come to the conclusion 
that the attempts to create a State mon- 
opoly of this business with the result- 
ing elimination of the stock casualty in- 
surance companies, is not in the inter- 
ests of wage workers. The “Labor 
World” says editorially: 

Great Cost of Administration 

“Recently a ‘Voluntary Investigation 
Committee’ was organized in Kentucky 
to inquire into the general question of 
workmen’s compensation laws, and their 
operation. The report of that commis- 
sion has just been printed. It contains 
some valuable information on the ques- 
tion we are now discussing. Miners, 
operators, the State Federation of La- 
bor, mill owners, the State law depart- 
ment and others were all represented. 
Regarding the cost of administering 
these State compensation laws the re 
port states that the cost falls heavily on 
the State, and because of one of the rea- 
sons already quoted from Professor 
Sedgewick’s book. The report says: 
‘The cost of administration runs all the 
way from $40,000 to $50,000 in the less 
industrial States up to about a half mil- 
lion dollars in Ohio and one million dol- 
lars in New York. * * * In New 
York, for example, there are an enor- 
mous number of politically-appointed 
inspectors, adjusters, assistants and so 
on, many of whom are employed in 
work which is more or less a duplica- 
tion of that which is being privately 
done by the more skilled and highly or- 
ganized employes of the insurance com- 
panies, and the results of whose inspec- 
tions, investigations and procuring sta- 
tistics can easily be made available to 
the State.’ 

Uprfavorable:Comparison Prevented 

“A close monopoly would, and is do- 
ing so just now, prevent a comparison 
of the defects of the State methods as 
laid bare in the foregoing, with the ex- 
cellent methods of the private and ex- 
perienced companies. A close monop- 
oly, such as is wanted in Pennsylvania 
by certain parties, would exclude the 
private companies entirely. 

“We cannot avoid the conviction that 
every wage worker who understands 
anything will easily see that it is to his 
advantage that there be no State mon- 
opoly in the casualty insurance business 
in Pennsylvania. We are not pleading 
the cause of any particular faction or 
element of the community in our 
preachments against a State monopoly 
of casualty insurance; we are simply 
pursuing a policy that ‘The Labor 
World’ has followed for a quarter of a 
century. It is a true policy, and is di- 
rectly and earnestly in the direction of 
the welfare of the wage worker. Or- 
ganized labor is of this opinion and we 
have the authority of a direct represen- 
tative for this conclusion. 


Federation Counsel Against Monopoly 

“During the investigation in Ken- 
tucky, just referred to, Mr. Frederick W. 
Mansfield, counsel for the American 
Federation of Labor, testified and said: 
‘During the life time of the commission 
which was appointed by the Governor 
of Massachusetts to study the subject 
and during the hearing which led up to 
the enactment of our present law, I ex- 
pressed myself as favorable to a sys- 
tem which would include a competitive 
method of insurance under the act. I 
am at the present time counsel for the 


American Federation of Labor and in 
that connection come in touch very 
closely with the laboring men generally, 
and have means of knowing their views. 
I am satisfied that the act has proved a 
benefit to working men. From my ac- 
quaintance with the entire subject, I 
am satisfied that the present system of 
competitive insurance in which liabil- 
ity companies are permitted to engage 
is the best possible insurance * * * 
and I am very strongly of the opinion 
that anything in the nature of State 
insurance is opposed to the interests of 
organized labor and against the better 
interests of the working classes gener- 
ally.’ 

“Now, there could not be a more em- 
phatic. nor representative declaration 
against the exclusion of private insur- 
ance companies from the casualty in- 
surance business of the State because 
of a State monopoly than the foregoing. 
It is a pronouncement not from a pan- 
dering politician; nor from an econom- 
ist; nor from an employer; nor from a 
general agitator who preaches nos- 
trums; but, it is from a learned man 
appointed to plead the cause of the 
wage worker. There is no false ring 
about his announcement. nor can there 
be any hypocrisy about his definite and 
strong opposition to State monopoly of 
any portion of the insurance business. 


Not Understood in Ohio 

“We are firmly of the opinion that if 
this important question had been gen- 
erally discussed, and clearly understood, 
by the masses of the State of Ohio the 
present law relating to workmen’s com- 
pensation in its bearing on casualty in- 
surance companies would never have 
been passed in that State. The definite 
statement of Mr. Mansfield goes to 
prove this conclusively. 

“Wage workers should at once begin 
to discuss and think about this question 
for themselves. The general principle 
of compensation has advanced to a 
stage whereat the wage workers need 
not concern themselves much about this 
or that form of compensation; or from 
what particular source that compensa- 
tion has to issue. The law decrees it 
to them. The ready and efficient man- 
ner in which the compensation will be 
paid is the vital element in the question 
for the wage workers now. This is real- 
ly the vital essential of the entire prob- 
lem. This being so it will be easy for 
the wage workers to determine for 
themselves which method is best. 


Stock Companies Most Efficient 

“As we have stated, and as we most 
earnestly believe, solid and honest pri- 
vate stock insurance companies are the 
most efficient, have proved themselves 
the readiest in paying the compensa- 
tion when accidents have occurred. 
This is the Alpha and Omega of the 
matter to the wage workers. The wage 
worker wants his compensation right 
away; he needs it, and the fact is that 


‘private companies are quicker in this 


direction than is the State.” 
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CASUALTY LEAGUE TROPHY WON 
BY THE OCEAN ACCIDENT 





SHIFT MEETING TO BOSTON 





Health and Accident Conference to Be 
Held in Hub Sept. 13, 14, 15 Instead 
of New York 





President R. Perry Shorts of the 
Health and Accident Underwriters’ 
Conference, has sent out to members 
nJtice that the annual meeting ar- 
ranged to be held in New York Septem- 
ber 13, 14 and 15, would be transferred 
to Boston instead, on the same dates. 
The meeting place will be the Somer- 
set. Hotel. This change is made be- 
cause of the epidemic of infantile para- 
lysis in New York. 

In addition to the members of the 
cunference who will address the meet- 
ings, a number of outside speakers 
have been secured who will have as 
their subjects matter of great interest 
to the members. The latest outside 
speaker arranged for is John B. An- 
drews, secretary of the American Asso- 
ciation for Labor Legislation, who will 
address the meeting on compulsory 
health insurance. 
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OCEAN WINS LEAGUE TROPHY 





Loving Cup Presented to United States 
Manager William J. Gardner on 
Return from Head Office 





The loving cup-trophy reproduced 
herewith which was won by the baseball 
team of the Ocean Accident as champ- 
ions for 1916 of the Casualty insurance 
baseball league of New York City, was 
presented to William J. Gardner, 
United States Manager of the Company 
or his return from London on Monday. 
The presentation was accompanied by 
the following lines: 

“Though hard we hit and fanned them 
out, 

And cleaned up all the nines about, 

You back ana safe, we’re outclassed now 

And to a greater victor bow. 


“We’re champion out-championed quite, 
And yours this cup by every right 
Since in your larger field of motion 
You made a home run on the Ocean.” 








Experience Rating Plan 
(Continued from page 17) 
and minimum limits provided in the 
law. 

To the claim cost derived from valua- 
tion of, the compensatable accidents, 
shall be added the cost of statutory 
medica! aid which shall be obtained by 
multiplying the total number of notices 
of injury by $12, representing the aver- 
age medical cost of each accident. 

The sum of the claim cost and the 
medical cost shall constitute the total 
loss cost during the experience period 
stated in the application. The quotient 
obtained by dividing the total loss cost 
by the total payroll for the experience 
period shall express the pure premium 
cost per one dollar of payroll. 

The method of computing the modifi- 
cation of manual rate on the basis of 
pure premium cost obtained as above 
shall be as follows: 

First determine the manual rate ap- 
plicable to the classification for which 
rate departure is sought. If more than 
one classification and manual rate are 
used, the average rate shall be properly 
computed and for the purposes of this 
plan the pure premium cost shall be 
compared with the average manual 
rate, but modification in rate expressed 
in percentage shall be applied to the 
manual rate for each classification. 

For risks with earned premium of 
$500, maximum debits or credits shall 
not exceed 5 per cent. of the manual 
rate; for risks with earned premium 
of $5,000 or over, debits or credits 
shall not exceed 20 per cent. of the 
manual rate; for risks with earned pre- 
mium of over $500 and less than $5,000, 
maximum debits or credits shall be 
graded proportionately. No debits shall 
be charged or credits allowed for risks 
which show a pure premium cost equal 
to from 40 per cent. to 65 per cent. of 
the average or manual rate. All such 
risks shall be treated as coming within 
a neutral zone. 





NATIONAL LIFE’S A. & H. GAINS 

The casualty department of the Na- 
tional Life of the U. S. A., gained $90,- 
170 in premium income for the month 
of July over the same month of last 
year. In this department, 111,424 
policies were written during the first 
seven months of 1916, which was a gain 
in number of 44,201 over the corres- 
ponding period of 1915. 


WITH PRUDENTIAL CASUALTY 
John ‘Walters, who has been assist- 
ant manager of the city accident and 
health department of the Casualty Com- 
pany of America, has been made 
manager of the accident-health depart- 
ment of the New York office of the 
Prudential Casualty of Indianapolis. 








The Manufacturers Liability Insur- 
ance Company has started writing 
bonds on jitney owners in Newark, 
Jersey City and Trenton this week. 
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One of the _ accident- 
Selling health companies in its 
Instead of monthly publication de- 
Begging scribes the fate of the 
agent who begs for in- 

surance as follows: 


“Two kinds of agents solicit insur- 
ance: the man, and the beggar. Just 
this week a claimant came for his 
payment because of an accident. He 
said: ‘I gave this insurance order to 
help your agent, but I find now that I 
was the man who was helped.’ The 
man who signs the application does 
more for himself than he does for the 
agent. 

“Any business to survive, must be a 
business of service. Something must 
be offered for sale that is useful and 
serviceable. To ask money for any 
other commodity would be mendicancy; 
not business. 

“No man who buys our complete dis- 
ability policy or any other one of our 
forms, can class it with the pencils and 
the shoe-laces offered by the beggar. 
These policies of ours are not offered 
as an excuse for taking cash, but as a 
full and equitable return therefor. 

“A real man does not beg. He offers 
his goods for sale. Service for service 
is rendered; value for value received. 
The public is not to be buncoed. It 
has learned long since to discriminate. 
It can tell good insurance from bad, 
just as easily as it can pick out the 
disguised Ford. It learned long since 
to discriminate between the man who 
begs and the man who serves. The 
insurance agent gives: the mendicant 
takes—that’s the difference. 


“No man of self respect and strength 
of character will beg or coax for busi- 
ness. The real man makes the other 
fellow feel that his is the greatest loss 
if the insurance is not purchased. He 
makes the prospect feel that in the 
prespect camp falls the greatest loss 
if the opportunity is passed by. The 
company knows that the man who 
takes a policy, as he says; ‘to help the 
agent out’ is usually the first to knock 
at the claim department door to claim 
his reward.” 

a ok * 


The necessity for and 

Relation of the status of agents in 

Agentsto the conduct of the 

Salesmanship business of insurance 

is spoken of by the 

Casualty Company of America in its 
monthly Bulletin as follows: 


“Recently the president of a promi- 
nent life insurance company, had this 
to say regarding agents: To-day no 
trade, occupation or profession opens 
wider opportunities for success than 
the business of insurance. It is not 
over-crewded. On the contrary, it is 
a clear road to a position of influence, 
without long years of waiting for re- 
suits; it counts in its ranks men of 
the highest character and ability who 
are not achieving success for them- 
selves, but carry their service for the 
good of thousands of their fellow men. 


“It is a fact that to the agent is ap- 
pertioned the task of building his com- 
pany. No man is more appreciated; 
rone is more eagerly sought for, 
Shoulder to shoulder with the manage. 
ment, he puts his best energies into 
the daily struggle of presenting the 
merits of his company and its policies. 
He meets, not success alone but trials 
and disappointments, and the latter 
come thick and fast. But he is taught 
by experience that success is never at- 
tained without combined perseverance 
and persistence, which, although press- 
ing, never over-step proper limits and 
yet embrace all the elements of faith- 
ful presentation. As a result he and 
his opinions are respected, and he de- 
serves, and as a rule obtains, all the 
benefits his company can give. True, 
indeed, it is that such an agent bears 


Special Talks With Local Agents 





the brunt of battle; all honor, there- 
fcre, to the bright, clear-brained men 
who make the beneficent business of 
insurance their occupation. 

“The several types of agents are as 
varied as the elements. There is the 
cheerful whole-souled man who goes 
anout his work systematically, making 
friends in every office and factory he 
visits. There is inherent in him the 
confidence that is born of success. The 
great law of average distinctly applies 
to him, and he is content even if sat- 
isfactory results were not secured yes- 
terday or to-day, because he knows 
they are certain to come to-morrow. 

“Then there is a steady-going, never- 
in-trouble agent, who while not bril- 
liant, perseveres in a regular course 
from which he never deviates. Custom 
rules him; he does business each day 
at the ‘old stand.’ He produces an 
average business from year to year, 
which stamps him at the home office 
as ‘one of our best men.’ He rarely 
reeds or asks assistance, but with full 
confidence in his ability, relies entirely 
upon himself. 

“But all are not of the same dispo- 
sition, and many who are both bright 
and capable, who might eventually 
prove valuable to their company, lose 
heart at the outset by failure to realize 
their expectations, or become despond- 
ent later on and drop out before their 
ability is fully tested. 

“Good agents constantly ‘bear in mind 
the fact that success in their business, 
as in all others, is the gateway to hap- 
piness; it is the goal which he should 
endeavor to reach and maintain. Mean- 
while a reputation for integrity is es- 
tablished and by his work he becomes 
entitled to the respect of both com- 
mercial and social interests. 


“Fortunate, indeed, are the compa- 
nies which can show a list of success- 
ful agents who are tactful, honest and 
loyal, for these are the representatives 
who are valuable, whose views and 
judgments are desired and who grow as 
their companies grow, in years and 
honor.” 

+ Oo + 


The many hindrances 

Opportunity to getting new business 

Versus during the summer 

Obstacles months is one of the 

subjects discussed in 

the last issue of the Standard Acci- 

dent’s monthly publication. It had this 
to say: 

“It seems to be a singular fact that 
a great many salesmen of insurance are 
peculiarly susceptible to a diversion of 
almost any kind. Almost anything will 
serve to interrupt and interfere with 
the continuity of their work of getting 
business. If it rains, if it snows, if it’s 
ecld, if it’s hot, if there’s a picnic, a 
circus, a funeral, an excursion, it pre- 
vents them from attending to business. 
It is a fact that there are a great many 
—too many—men who must have 
things set just right in order to go 
atead with whatever they ought to be 
doing. They are up against it unless 
‘conditions’ are favorable. 

“On the other hand it must be ac- 
knowledged that the men who really 
accomplish the big things are the ones 
vho are able to go ahead with their 
undertakings under any and all circum- 
stances. The man who is able to make 
a continued sustained success is the 
one who is more concerned in what 
the final result is going to be than in 
what he is going to have to contend 
with in accomplishing it. He has his 
mind set on the goal rather than on 
the obstacles between him and the 
goal. His principal worry is to get 
there rather than how he will do it. 

“There is no denying the fact that 
last month the weather was most in- 
sufferably hot throughout a greater 
pert of the country covered by our 
agency organization—some of our field 
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Credit Insurance 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 











HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE .H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 











BUSINESS=BUILDERS 













BOSTON 
Paid-In Capital $1,500,000 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








PREPAREDNESS 








The ACCIDENT and HEALTH Business 


Is Growing Faster Than Any Other Casualty Line 
Are You Prepared to Write It? 


We Want Agents and We Are Prepared to Equip and Help 
Them! 


Prudential Casualty Company 
INDIANAPOLIS 
Branch Office—80 Maiden Lane, New York City 








men apparently found it so hot that life 
for them wasn’t worth working. The 
toll of lives and prostrations chronicled 
Gaily in the papers was an opportu- 
nity that fairly sizzled (our policies pay 
fcr sunstroke as accident), and not- 
withstanding any temptation to go easy 
because it was hot, there were live 
Standard men who took advantage of 
it—men who have previously establish- 
ed records as to their ability as pro- 
ducers and whose production last 
month was up to former standards and 
in some cases above. 

“The main thought to keep in mind 
and to live to is—the man who will, 
can. One man’s obstacle is another’s 
opportunity. 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


RIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Manage: 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 









THE EASTERN UNDERWRITER August 25, 1916. 





















Liability Accident 


Disability 






Burglary 





Extra Inches 


Garfield is credited with 
having said: “It is not the six 
feet that make a man tall, but 
the extra two or three inches 
above the average.” 


The “extra inches’’ above the aver-. 
age likewise determine the measure 
of the success of any institution. 


It is the extra 114% interest realized, 
over and above the average rate of the 
combined earnings of all the 
great Life Insurance Compan- 
ies that gives the Union 

Central its high standing. 


The extra interest above 
the average earned by 
the Union Central Life 
during the single year 
of 1915, amounted to 
$1,586,417.51. 


It is the “extra millions” 
we of interest earned that 
f enables the Company 
to continually increase 


Surety Bonds Plate Glass 











Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of America 


Home Office: 68 WILLIAM STREET, NEW YORK 










































Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 














Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN | 


Insurance Exchange, Chicago 

























Cedar St. 1015 California St. 34, Superior St. Nicollet Ave. its service and main- 
EW YORE vENVoEK LUTH INNEAPOLIS tale te low net eset 
Ford B 17 St. John St. 23 Leadenhall St. 1 
DETROI MONTREAL . LONDON record 


¥03/ For concrete illustration, 
$290! ask any Union Central 
. ~ policy holder or agent, or 
Th address Allan Waters, 
AIT Sup’t of Agents. 

31] The Union Central 

Life Insurance Co. 
t Cincinnati, O. 


Jesse R. Clark, Pres. 


Fiftieth Year ¢ 
1867-1916 





THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 






























Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


HAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. PEPE eee 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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THE YORKSHIRE “arvencwcem™ 
OF YORK, ENGLAND Extracts from Report of Examination of 
ESTABLISHED 1824 
The “Yorkshire” is the ea a and Strongest of the English Fire Companies not hereto- SOUTHWESTERN LIFE INSURANCE Co. 
ore —— oR i States By the State of Texas, June 28, 1915 
"ine Tae — B. Martin by ig go Bee **Tt is noteworthy that this Company was organized without any promotion expenses.”” 
’ NO. 8 MAIDEN LANE, NEW YOR . “*T beg to report further that I find the Company in excellent financial condition.” 
TEPARTMENTS METROPOLITAN, Willard 8. +> TRUSTEE, "th Ay Poe ¥. bs **The volume of its business has steadily increased, its surplus is growing rapidly and 
N. PACIFIC COAST, McClure Kelly, Manager, y = Seeenione. Cal: : "CAROLINA. its funds are being carefully conserved under expert supervision.”’ 
YIRGINIA Harry R. Bush, Manager, reensbe es B. €.2 Bow THEASTERN, Dar; “ 
& Hopkins, Managers, Atlanta, Ga; LOUISIANA and MISSISSIPPI, Jas. B. Ross, Home Office, DALLAS, TEXAS 











Manager, New Orleans, La. 











PRUDENTIAL DAY 
The National Pay-Day 


means a check for the family on the first of every week or month, 
through a Prudential Weekly or Monthly Income Policy. 


Prudential agents are finding these among the most interesting 
propositions in Life Insurance. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President Home Office: NEWARK, N. J. 
Incorporated Under the Laws of the State of New Jersey 














